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erto Rican 
ales Seminar 
roves Successful 


Universities Of Illinois, 
Puerto Rico Hold Joint 
Meeting; Sessions Jammed 


10 PIEDRAS—Dormant in the in- 
ance conference field since the very 
ly 1950s, the University of Illinois 
t week teamed up with the Univer- 
y of Puerto Rico to stage an ad- 
ced underwriting 
cilities of the latter here. 
Conducted on a forum basis with 
scussion leaders selected from the 
Id end of the life insurance busi- 
ss, the conference analyzed areas of 
nsion planning, profit-sharing, es- 
te planning, and business insurance. 
e seminar was based on “how to sell 
"rather than the technicalities, but 
hile discussion leaders strove val- 
tly to keep it on that basis, the in- 
ctees strove equally as valiantly to 
t into technicalities that would be- 
iider an attorney or CPA. 

“faculty” was 100% MDRT 
embers: William Harmelin, John 
ngan, Benjamin Stern, and Sidney 
ompson, all of New York; Arthur 
iebe, Rockford, Ill., and Adon Smith 
(CONTINUED ON PAGE 16) 


incoln National 
Readies Move Into 
ire And Casualty 


Lincoln National Life has notified 
ockholders that at the annual meet- 
hg in Fort Wayne Feb. 15 they will 
e asked to authorize the directors to 
stablish one or more subsidiary com- 
anies to write any class or classes of 
Msurance not already authorized by 
@ company’s articles of incorpora- 
on. This would be done at the option 
if directors and would be accomplished 
yY Organizing such companies or ac- 
uiring them. 

The stockholder notice calls atten- 
on to the fact that more than 80 fire 
d casualty insurers have entered the 
ife insurance business in recent years, 
ither by formation or acquisition. 
is relatively new development in 
lhe business has come about, accord- 
ng to Lincoln National, because of the 
hatural desire of these groups of af- 
iated companies to expand their 
market through promotion of one-stop 
ervice of the life, health, fire, auto- 
mobile, and other insurance needs of 
client. 

This implies increased competition 
or life business produced by general 
Wines agents and brokers and poses the 
ompany’s directors a problem which 
hey are carefully studying. The com- 
bany states that no immediate action 
mn the proposal to get ready to enter 
he fire and casualty business is con- 
emplated. 

The directors also have recommended 
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N. Y. STATE ASSN. PRESIDENT SAYS: 





Policy Replacement Is 
Teday's Worst Problem 


By ROBERT B. MITCHELL 


NEW YORK—tThe gravest problem 
in the business today is the replace- 
ment of policies, 
Harry K. Gut- 
mann, Mutual of 
New York, New 
York City, told the 
January meeting 
of the New York 
City Life Supervi- 
sors Assn. 

Mr. Gutmann 
said the state as- 
sociation regards 
the replacement 
problem as being 
so serious that the 
entire annual meeting of the associa- 
tion’s general agents and managers 
section, to be held Feb. 17-18 at Sara- 
toga Springs, will be devoted to explor- 
ing the problem and seeking solutions. 

Quoting estimates of the amount of 
business replaced in New York City 


Tax Court Upholds 
Agent In Disposal 
Of Future Renewals 


WASHINGTON—Even though an 
agent elects to receive an annuity in 
lieu of post-retirement renewal com- 
missions, the doctrine of the Oates case 
still applies, the tax court has held in 
the Olmstead, Inc., Life Agency case. 

This means that the annuity pay- 
ments received in place of the com- 
missions will be taxed as ordinary in- 
come in the year received, regardless 
of when the premiums giving rise to 
them might be paid and, most import- 
ant, the present value of the annuity 
is not includible in the agent’s taxable 
income for the year in which the an- 
nuity contract was entered into. 

The importance of this decision is 
noted in a bulletin issued by Assn. of 
Advanced Life Underwriters. AALU 
counsel call it another indication of 
“the improving climate for deferral of 
renewal commission income.” 

“Many tax practitioners have ex- 
pressed concern over the full extent 
to which the Oates holding would be 
followed,” the bulletin comments. 
“However, it would appear that the 
rule of Oates is, if not expanding, at 
least strengthening. If you have not 

(CONTINUED ON PAGE 19) 


a 25% stock dividend. This would be 
accomplished by increasing authorized 
capital from $20 million in two mil- 
lion shares of $10 par each to $25 mil- 
lion in five million shares of $5 par 
and the transfer of $5 million from 
surplus. 

Another proposal is to adopt a sav- 
ings and stock purchase plan for eligi- 
ble home office employes of the com- 
pany. 





Harry K. Gutmann 








alone at hundreds of thousands of dol- 
lars a week, Mr. Gutmann said in one 
little town upstate that he knew of 
$700,000 was replaced in a single week. 

At the Saratoga Springs meeting 
the replacement will first be exam- 
ined mathematically—Is there a point 
in a policy’s life when it becomes ad- 
visable to take out its cash value 
and buy new insurance? This aspect 
of the problem will be examined by 
William J. November, vice-president 
and actuary of Equitable Society. 

J. Harry Wood, former managing 
director of LIAMA, who on Feb. 1 be- 
comes president of Home Life of New 
York, will discuss the replacement 
problem from the company point of 
view. 

Blake T. Newton Jr., executive vice- 
president of Institute of Life Insurance, 
will include in his talk a discussion 
of the impact of replacements on the 
public relations of the business. 


Gives Predictions 


Mr. Gutmann devoted most of his 
talk to changes taking place in the 
business. He said he is doing a great 
deal more group business than for- 
merly, and he expressed the belief that 
the agent of tomorrow will have a 
smaller clientele and will need to sell 
them more of the products related 
to individual life insurance not only 
including group but A&S, hospitaliza- 
tion and all the fringe benefits. He 
predicted that in spite of the narrow- 
ing market for life insurance, due to 
the sale of group, there will be a good 
living for agents who are willing to 
adapt their selling to the changed con- 
ditions. 

However, the speaker drew a sharp 
line between that kind of branching 
out and the kind involving selling fire, 

(CONTINUED ON PAGE 15) 


Seek 10 Changes In 
IRS Proposals For 
Phase II-III Rules 


ALC, LIA, LIC Submit 
Detailed Statement To 
Revenue Commissioner 


WASHINGTON-—The views of 
American Life Convention, Life Insur- 
ance Assn. of America and Life In- 
surers Conference on the proposed 
regulations for phases II and III of the 
life insurance company income tax act 
of 1959 were presented to the commis- 
sioner of internal revenue in a detailed 
statement covering 10 items. 

Among the items are the sections 
dealing with the definitions of “re- 


quired interest,” ‘“nonparticipating 
contract” and “reserves for dividends 
to policyholders.” 


Asking that the proposed regulation 
dealing with “required interest” be 
deleted to eliminate language that 
would expand the terms of the statute, 
the associations’ statement said: 


Cites ‘Direct Conflict’ 


“The above provision of the pro- 
posed regulations appears to be in 
direct conflict with the words of the 
statute which provide at section 809 
(a) (2) that required interest is ob- 
tained by multiplying ‘each rate of 
interest required, or assumed by the 
taxpayer, in calculating the reserves 
described in section 810(c)’ by the 
means of the reserves at the beginning 
and end of the year. The statute pro- 
vides for the use of the ‘required’ or 
‘assumed’ rate of interest; the regula- 
tions require the use of the rate of 
interest ‘actually paid, credited, or ac- 
crued’ in the case of the items set 
forth in a part of section 810(c).” 

In their discussion of the definition 
of “nonparticipating contract,” the in- 

(CONTINUED ON PAGE 18) 





James F. Oates 
Jr., chairman and 
president of Equit- 
able Society, places 
a film about the 
company’s 100- 
year history into a 
time capsule, 
which will be en- 
cased in a “Litho- 
chron,” a clear 
plastic block eight 
feet high, and dis- 
played in Equit- 
able’s new home 
office. Waiting to 
place other items 
into the capsule 
are Nicholas Kel- 
ley, attorney and a 
director of Equit- 
able, and John H. 
Muller, senior 
vice-president. 
Since the new 
home office is con- 





structed mostly of metal and glass, it does not have a cornerstone, hence the 


ides of the “Lithochron,” a replica of which appears in the background. 
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Agents More Needed-But Their 
Ratio To Population Is Falling 


In spite of a greater need today than 
ever before for the personalized service 
of the agent, the 
increase in the 
number of agents 
is not keeping pace 
with the rise in 
population that has 
taken place in the 
last 10 years, 
President Frederic 
M. Peirce of Gen- 
eral American Life 
declared in his talk 
at the recent an- 
nual meeting of 
American Assn. of 
University Teachers of Insurance, held 
at St. Louis. 

“This arithmetical decline,” he 
said, “is the more significant in the 
light of the upgrading of the economic 
status of a huge proportion of our pop- 
ulation. In short, the potential pur- 
chasers of more adequate amounts of 
life insurance are growing greater while 
the relative number of qualified agents 
to serve them is growing smaller. 


Increasing Number A Duty 


“The life insurance business has a 
responsibility to increase the number 
of agents. And it has the concomitant 
responsibility to provide training facil- 
ities that qualify them to serve the 
increasingly complex needs of people 
and business for financial security.” 

Extensive training facilities already 
exist, Mr. Peirce observed. Companies 
have developed their own programs 
extending over a period of years. Many 


In New Pru Posts 


Shown herewith are the four Pru- 
dential officers whose advancements 
were reported in last week’s issue: 
Louis R. Menagh Jr., former execu- 
tive vice-president, who succeeded Car- 





Frederic M. Peirce 











Frederick H. Groel Louis R. Menagh Jr. 


rol M. Shanks as president; Frederick 
H. Groel, former vice-president and 
secretary, who was elected executive 
vice-president to succeed Mr. Menagh; 
Henry M. Kennedy, formerly execu- 





Henry M. Kennedy Wn. D. Freeston 


tive director, public relations and ad- 
vertising, now 2nd vice-president in 
charge of those operations, and Wil- 
liam D. Freeston, formerly assistant 
secretary, who succeeded Mr. Groel as 
secretary. 


of them are thorough and comprehen- 
sive, employing the most advanced 
techniques of teaching, and high edu- 
cational standards. Associations like 
LIAMA, NALU through Life Under- 
writer Training Council, the Million 
Dollar Round Table augment and bol- 
ster importantly the company-provided 
study courses. Institutes are held at 
colleges. And there is the American 
College, constantly growing in impor- 
tance and influence, bringing college- 
level opportunity for learning to the 
entire sales force of the entire life 
insurance business. 

“Such training,” said Mr. Peirce, ‘“‘is 
vital if we are to increase the effec- 
tiveness of our selling arm not only 
quantitatively but qualitatively as 
well.” 

After paying tribute to AAUTI for 
its contribution to the progress of the 
insurance business, Mr. Peirce said 
that “in addition, all of you as indi- 
viduals are very important to us be- 
cause of the outstanding job you do as 
insurance educators in our colleges and 
universities, as writers of the litera- 
ture of insurance, and as persons fur- 
thering the science of insurance 
through research.” 

Calling the teachers major influ- 
ences in the vital process of adequate 
distribution of insurance, Mr. Peirce 
said: 

Influence Helps Recruiting 


“It is through your efforts in the 
classroom that your students gain a 
concept of the essentiality of insur- 
ance in their personal lives. It may 
well be through your teaching skill 
that an interest in our field may be 
kindled to the point that there is born 
in the student a determination to make 
insurance his career—and thus you 
have helped in the vital area of pro- 
viding one more person out of the flow 
of college-trained manpower needed in 
our business from which will come 
the managements of tomorrow. 

“I am conscious of the questions 
current among educators of the pro- 
priety of specific business courses in 
today’s business schools—among them 
insurance. I believe strongly that the 
institution of insurance with its great 
social and economic influence on the 
life of our country, must maintain its 
place in the collegiate world. It is in- 
deed a responsibility of our business 
to see that it is done. 


Conditions Future Buyers 


“Our reason is not only that through 
the efforts of the collegiate teachers 
of insurance a more receptive atmos- 
phere for sales may later result, nor 
that we may obtain for ourselves a 
greater share of college graduates, de- 
sirable as those results may be. Even 
more essential is that the college man 
of today enter the world to be the 
business man of tomorrow with a sound 
concept of insurance as the means of 
hedging against the many risks he will 
face throughout life, as a business man 
and as an individual. It would be 
tragic, indeed, for our country as well 
as our business, should our place in 
the collegiate world be reduced rather 
than enhanced.” . 


Finberg Addresses Madison Agents 

Z. Willard Finberg, branch manager 
at St. Paul for Great-West Life, ad- 
dressed Madison (Wis.) Assn. of Life 
Underwriters at the January meeting. 
His topic was “Business Insurance for 
the Sole Proprietor.” 


N.Y. Department Won't 
Approve Buffalo Blue 
Shield Rate Increase 


The New York depariment has dis- 
approved an application by Western 
New York Medical Plan (Buffalo 
Blue Shield) for subscriber rate in- 
creases on its service contracts aver- 
aging 36.05%. 

The department said it took excep- 
tion to the plan’s estimates of future 
claim costs per contract and of in- 
creases in administrative and solicita- 
tion expenses and to the plan’s pro- 
posal to increase rates on _ service 
contracts while allowing indemnity 
contracts to remain at present rates. 

“On the present record, there is no 
room for doubt, however, that under 
its present rates, the plan is incurring 
losses and will soon incur increasing 
losses on both its service and indem- 
nity contracts,” the decision said. 

Noting that rate increases are there- 
fore necessary, Superintendent Thacher 
said that the department would give 
immediate consideration to a rate in- 
crease proposal which meets the ob- 
jections. 


Court Turns Down SEC In 
GALU Dismissal Request 


U. S. circuit court of appeals in 
Philadelphia has denied the request of 
Securities & Exchange Commission to 
dismiss the petition of Mrs. Dorothy 
Hennessey in which she asks a review 
and reversal of the SEC decision to 
de-register General American Life 
Underwriters as an investment com- 
pany. SEC not long ago took this action 
because 90% of GALU holdings are 
in the stock of Franklin Life. Mrs. Hen- 
nessey, holder of 37 shares, filed her 
petition about a month ago, and SEC 
asked the court to dismiss it. SEC’s 
request was seconded by GALU as an 
intervener, but that request has been 
denied and there will be hearings on 
the Hennessey petition expected to 
extend as long as six months. 


Hearing On N.J. Blue Shield Rate 
Boost Application Set For Jan. 31 
Commissioner Howell of New Jer- 
sey has called a public hearing Jan. 
31 at the state house annex in Trenton, 
on the application of Medical-Surgi- 
cal Plan of New Jersey (Blue Shield) 
for a rate increase averaging 23.5%. 
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Advertising Ideas 
That Helped Agents 
Sell Are Described 


NEW YORK—Edquitable  Socie/ 
nickel-a-name direct mail promot 
New York Life’s_ sales-idea-of-t 
month plan and Prudential’s campai 
letters mailed from Gibraltar y 
stamps showing the famous jr 
(without the famous name on it, ho 
ever) were described at the session 
the Gotham Group of Life Insurg 
Advertisers Assn. on “Our Best in’ 

In the Equitable promotion, outli 
by Thomas F. Lavin, sales promot 
supervisor, the agent compiles a | 
of 50 names, for which he pays fi 
cents a name. The plan is sold to{ 
agent first as a bargain that “gj 
new stature to the lowly nickel.” 

Also stressed are the benefits 
“having someone else do your }j 
work for you—the United States Pp 
al Service.” The agents are given tj 
on how best to compile a good maili 
list. The agent is advised on how } 
to handle the presentation of gi 
to the buyer. It is suggested that 
follow up non-repliers, too. 


Better Than 10 Per 100 


It was estimated that there wo 
be about 10 gifts to present for ¢ 
100 letters but usually the record } 
been better than that. Gifts includ 
such items as a map of outer spa 
a cook’s recipe book and a sched 
of military pay scales. 

William C. Heimburg, public 
tions associate, said New York Lif 
idea of the month was designed 
provide a continuing source of s 
stimuli that a manager could use 
helping his agents. The manager 
his copy a few days in advance of t 
bulk shipment of material to the age 
cy, enough copies being sent so ea 
agent gets one. 

One of these was an approach fo 
sales interview. It was based on aski 
the prospect to write down the ta 
amount of insurance he owns but1 
to show it to the agent. After he} 
done that, the agent tells the man 
cut off the last four digits and h 
have the amount of income per ¢ 
with the daily amount doubled 
Sundays—that will be produced { 

(CONTINUED ON PAGE 19) 














More than 200 college and university students gather at Hartford to atte 
Travelers one-day symposium on the insurance business, its challenges 
changes. Purpose of the symposium was to acquaint college men interested 
oppurtunities in insurance with the nature of the business. Panel discuss! 
were held on actuarial science, data processing, new product development, 
analysis and marketing techniques. 
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right size, right price 


THE SMALL CAR BOOM is due in part to these facts: 
The performance is excellent. A family can travel far, 
but inexpensively. And best of all, the price is right. 


The same combination applies to Provident Mutual's 
attractive Family Policy. This single life insurance 
policy provides coverage for father and mother, plus 
any number of eligible children under 18 years of age 
at time of issue and continuing to their 25th birthday 
or to the policy anniversary nearest father’s age 65, 
if this comes first. Additional children under age 18 
subsequently becoming eligible will automatically be 
insured after attaining the age of 15 days. Desirable 
policy, indeed—and a good buy for a large percentage 
of the families in your town. 


No wonder more and more enthusiastic brokers, 
and agents of companies without this Policy, are 
using it to write substantial business among families 
that want and need protection. 


If you’re on the alert for new ways to increase 
volume, you are invited to inquire. We’ll be happy to 
show you how to get extra mileage with Provident 
Mutual’s Family Policy. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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HIA Group Forum Panel 
To Examine Effect Of 
Costs On Voluntary A&S 


A symposium titled, “The Rising 
Costs of Health Care and Their Effect 
on the Future of Voluntary Health In- 
surance,” will be featured at the group 
insurance forum of Health Insurance 
Assn., Feb. 13-15, at the Biltmore Ho- 
tel, New York. 

Millard Bartels, HIA president and 
chairman of the insurance executive 
committee of Travelers, will deliver 
the keynote address Monday morning. 

The meeting will also include a se- 
ries of workshop sessions and one after- 
noon’s sessions will be devoted to ma- 
jor medical coverage. There will be 
four elective workshop sessions, each 
consisting of 16 workshops dealing 
with such subjects as sales manage- 
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ment, long term disability, expense 
controls, health insurance for senior 
citizens, underwriting problems, initial 
issue, groups under 25 lives, experi- 
ence rating, pooling, reserves and re- 
newal underwriting. 

A. S. Beebe, Paul Revere Life, is 
chairman of the group forum sub- 
committee, which developed the pro- 
gram. 

Reliance National Life of Salt Lake 
City has added $42,000 to capital by 
increasing the par value of its 21,000 
authorized shares from $10 to $12. 
Capital is now $252,210, which will 
permit the company to qualify in ad- 
ditional states to the nine in which it 
now operates. 


American General Life has been li- 
censed in Alabama and now is admit- 
ted in 29 states. 
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LIFE AGENCY DIRECTOR—$18,000. 


Eastern leader in A&H field wants man of proven experience to head Life sales. 


LIFE ACTUARY—$15,000. 
Progressive Multiple Line Company in the East needs Associate of Society. Age 


Send for our brochure “HOW WE OPERATE”. No obligation. 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7- 


OPPORTUNITIES 


Life and AGH in all areas of the country. 


9040 Chicago 6, Illinois 












Committee To Select 
AdéS Man Of The Year 


A seven man committee is at work 
screening candidates for highest health 
insurance industry honors—the Harold 
R. Gordon memorial Man of the Year 
award. Name of the recipient will be 
made known at the June convention 
in New York of International Assn. of 
Health Underwriters. 

Chairman Albert Wohlers, Young- 
berg-Carlson agency, Chicago, says the 
selection this year will be entirely up 
to the committee. There will be no 
recommendations or ballots sought 
from members or others in the indus- 
try, as was the custom in the past. 

On the committee are two former 


recipients of the award: William 
Cornett, Prudential, and E. H. 
O’Connor, Insurance Economics So- 


ciety. Other committee members are 
John Burridge, THE NATIONAL UN- 
DERWRITER; Bruce Gifford, managing 
director IAHU; Daniel X. Marlowe, 
and Irving G. Wessman, America 
Fore Loyalty group. Mr. Wessman 
was one of the originators of the award. 

Originally the award was bestowed 
by the Chicago A&H Assn., of which 
Mr. Gordon had been a leading mem- 
ber. For the last four years it has been 
jointly sponsored by the Chicago as- 
sociation and IAHU. 


New Mich. Governor Renews 
Plan To Reorganize 


Insurance Department 
LANSING—Michigan’s new gover- 
nor, John Swainson, has renewed a 
recommendation of his predecessor, 
that the insurance department be 
made a part of a reorganized super- 
department. The recommendation has 
frequently been advanced in _ past 
years and was part of a streamlining 
proposal of the so-called “little Hoov- 
er” commission which advocated 
sweeping governmental changes to in- 
crease efficiency and effect economies. 
Gov. Swainson, offering his initial 
proposals to the newly convened legis- 
lature, enumerated six major recom- 
mendations “to maintain a highly ef- 
ficient administrative operation.” 
One advocated that “the present 
insurance, and the corporation and 
securities commission . .. be consoli- 
dated into a single department of cor- 
porations and financial institutions.” 
Another recommendation pertained 
to the workmen’s compensation depart- 
ment whose “existing functions,” to- 
gether with those of the department 
of labor and state superintendent of 
private employment bureaus, would be 
“consolidated under a single depart- 
ment of industrial relations.” 


Igleheart Named President 
Of Guaranty Savings Life 


Robert E. Igleheart, executive vice- 
president and general manager, has 
been advanced to 
president of Guar- 
anty Savings Life 
of Montgomery, 
Ala. He _ succeeds 
Ernest H. Woods, 
who will continue 
as chairman. 

Mr. Igleheart 
joined the compa- 
ny in 1950 as as- 





sistant treasurer, 
and in 1952 he be- 
came secretary- R. E. Igleheart 


treasurer. He was 

promoted to executive vice-president 
in 1957 and shortly afterward assumed 
general manager duties. 
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Seek $2,750,000 Fee In d c 
Columbus Mutual Casf 7 
gain 


Petition for $2,750,000 as a fee 

case involving ownership of the 

plus of Columbus Mutual Life has } 

filed by the law firm of Kney - | 
White, Richards, Miller & Roberts. ar I a 
firm represented the Columbus My 


policyholders in a $20 million 1g OPPO 
struggle with stockholders of Ohio sg’ °° “ts 
Life. Judge Underwood held in fa n Ma shel 

of the policyholders and his ruling #85109 
upheld by the U. S. Supreme Coge#Ve ae > 
Ohio State Life purchased 99.54% gl 


Columbus Mutual stock in 1956 
then sought to amend the latter’s cygsurance 
ter to give control of the Colummittee of t 
Mutual surplus to the new stockholdglature s C¢ 
A group of policy holders filed acto Tev'se 
in U. S. district court to preygeral 1nst 
adoption of the proposed amendm@l@Ws-. 
Judge Underwood ruled on Dee. 4, 1@ Mr. Se: 
the surplus was the property of g@he rere 
policyholders, and he enjoined ggvariable 
State Life from amending the chargbecausS‘ 
The higher courts upheld this decisgstrong POS: 
The Knepper firm, petitioning for gmisunders' 


fee, claimed it “preserved for the beginant inve 
fit of the policyholders of Columifract, the 
Mutual a fund conservatively valuedtures, the 
$40,114,426, including future sglife compé 


pluses. The Knepper firm claimed tfperimental 
legal surplus actually in  existegnuity. 
when litigation was concluded y 
$22,056,613, and said the fee it sed msurance 





















is less than 6% of the total bene Regardil 
preserved and 10.88% of the actgunderstan 
surplus. that the FE 
— life insura 
* - of guaran 
Investors Syndicate Life [uity hold 
Passes The $300 Million [te ‘sk | 
and may ; 
In Force Mark In 2 Years [which the 
Investors Syndicate Life reports He also 
million life in force. It reached tig chaser mé 
figure just two years after the of the fac 
pany commenced full scale operatig vestment | 
on Jan. 1, 1959. The first $100 millig crease 1n 
was reached in March 1960. -Mr. Sei 
The $300 million represents 30,jg loss of fa 
individual policies. The company dog dustry if | 
not at present write group insurang cline in Vv 
Organized in 1957, Investors Syné tinuing in 
cate Life now is licensed in 46 s Sel 
and the District of Columbia and p mm 
to operate nationwide. He exp 
me subject of 
‘ itself easi 
Red River Valley A&S motion, a) 
Men Name Clark Presiden} reo 1, 
Lyle Clark of the agency bearii§ iesmen 
his name, Moorhead, Minn., has to be exp 
elected president oi Red River Vall variable ; 
Health Underwriters Assn. Commi: 
Johnson of Prosper, N.D., was n view the | 
vice-president and E. E. Lybeck insurance 
Fargo secretary-treasurer. risk is be 
While the 
tees that 
ai long as t 
no guaral 
i “ ments. 
Levering Cartwright | ,..... 1. 
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tinue pay 
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He sta 
experienc 
Cartwright, Valleau & Ce.)} this cour 
Members Midwest Stock Exchange lege Reti 
1.4: ever, he 
Board of Trade Building  oeligad 
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WAbash 2-2535 Teletype CG1475 oS enethne 
You may telephone orders collect. The te 
tee repr 
first pul 














LXUM | 








ary 21, j@anuary 21, 1961 






Fee In 
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as a fee 
» of the 
Life has } 
of Kner 
Roberts, 
mbus My 
Million 


of Ohio 
ield in fg Maryland, Com- 


is ruling gmissioner — Sears 
reme Cyggave his views in a 
d 99.54% detailed statement 
in 1956 gto the personal in- 
latter’s cygsurance subcom- 
e Colummmittee of the legis- 
stockholqglature’s committee 
filed ac@to revise the gen- 
to preyeral insurance 
amendm@laws. 

Dee. 4, 4 Mr. Sears said 
erty of ghe opposes the 
joined ogvariable annuity 
the charfbecause of the 
his decismstrong possibility that the public would 
ing for g@misunderstand its nature, the predom- 
r the beginant investment features of the con- 
 Columitract, the expensive operational fea- 
y valuedftures, the possible adverse effects on 
ture life companies generally, and the ex- 
laimed j§perimental nature of the variable an- 

existeminuity. 

luded y 
e it sed 
al benef Regarding to the possibility of mis- 
the actlunderstanding, Mr. Sears pointed out 
that the public has come to associate 
life insurance companies with the idea 
. of guaranteed benefits. Variable an- 
Life nuity holders, on the other hand, take 
ion the risk of loss of their investment 
and may fail to receive the protection 
Cars fwhich they hope to purchase. 

He also pointed out that the pur- 
chaser may not be sufficiently aware 
of the fact that the value of the in- 
operatig vestment portfolio may not always in- 
0 millig crease in times of inflation. 

-Mr. Sears was fearful of possible 


d. Commissioner 
gainst Legalizing 
ariable Annuities 



























F. Douglass Sears 










Insurance Is Guaranteed 












ts 305m loss of faith in the life insurance in- 
any dustry if variable annuities should de- 
nsur; cline in value during a period of con- 
; Synif tinuing inflation. 

46 sta Could Sell Deceptively 

nd pl 








He expressed the opinion that the 
subject of variable annuities can lend 
itself easily to misleading sales pro- 
motion, and to twisting of existing life 
iden! insurance programs, and said he is 
not too hopeful that a large corps of 


bear sslesmen could be properly trained 
as to be expert in both life insurance and 
r Vall variable annuities. 

: H Commissioner Sears said that in his 
necl view the variable annuity is largely an 


insurance operation, because the major 
risk is borne by the contract-holder. 
While the insurance company guaran- 
tees that payments will be made as 
long as the annuitant lives, it makes 
no guarantee as to the size of the pay- 
ments. 


Losses To Early Quitters 


The commissioner noted the possible 
loss to contract-holders who discon- 
tinue payments after a few years in 
his type of “front-end load” plan, with 
heavy sales and administration ex- 
pense. 

He stated that practically the only 
experience with variable annuities in 
Co.}! this country has been with the Col- 
lege Retirement Equities Fund. How- 
ever, he does not consider this expe- 
rience comparable to the operation of 
the ordinary stock life insurance, com- 
1475\) Pany because of the major differences 
I methods of operation. 

t. The testimony given the subcommit- 
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Georgia International Lite 
Field Force Increased In 1960 


Georgia International Life at the end 
of 1960 had a total of 353 field men, an 
increase of 297 during the year. At 
year-end the company and its Florida 
subsidiary were licensed in 19 states 
and the United Kingdom. 


Opposing a modification of the law 
9 permit the sale of variable annuities 











- tee represented Commissioner Sears’ 
first public statement of the official 
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position of the Maryland department onsorin 
in regard to variable annuities since bY C Sp g 
his taking office. He stated that he ~° 

had reached his conclusions after long 
and thoughtful study. 


Insurance Forum 
On Current Issues 


An all day forum on several issues 
and problems in the business is being 
sponsored by Commissioner William 
F. Austin and the South Carolina de- 
partment at the Wade Hampton Hotel, tion and editor of the CLU Journal. 
Columbia, Feb. 1. This is said to be the 
first such forum to be sponsored by a 





_ FROM 


~ CHICAGO: 






state insurance department. 

The issue of state vs federal regu- 
lation of the business will be dis- 
cussed by Donald P. McHugh, counsel 
of the Senate anti-trust and monopoly 
subcommittee, and Peter Ward, gen- 
eral counsel of the New York depart- 
ment. 

The role of the insurance business 
in the economy of South Carolina will 
be treated by Kenneth Black, Georgia 
State College of Business Administra- 


Commissioner E. L. Rinehart of Ala- 
(CONTINUED ON PAGE 15) 
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Today our ordinary sales (exclusive of 
group and reinsurance) are approximately 
400% ahead of 1958 and 100% ahead of 


1959. There is only one reason—we are sales 
minded. Perhaps you are the General Agent 


seeking sales success. If so write: 


Since 





1886 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET + CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 
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Expect 50,000-Plus 
Distribution Of Health 
Insurance Fact Book 


Health Insurance Institute expects to 
distribute more than 50,000 copies of 
its 1960 edition of the Source Book of 
Health Insurance Data, the recently 
published 80-page book of health in- 
surance facts and figures. 

The new edition, the second put out 
by the institute, is being sent to mem- 
ber companies of Health insurance 
Assn., other insurance trade associa- 
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tions, newspapers, editorial writers, 
financial writers, columnists, wire 
services, national magazines, hospital 
and medical organizations, libraries, 
university teachers of insurance, labor 
unions, public health groups and vari- 
ous other organizations. 

The book consists of seven chapters 
dealing with such subjects as health 
insurance and medical care costs dur- 
ing 1959, coverage, premiums, benefits, 
types of health insuring organizations, 
morbidity and income maintenance. 
Other sections give historic dates, a 
glossary, an index, and a list of charts 


Aktieselskabet Som Er Fremadstraebende 
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and tables. 

Some of the new information in the 
1960 edition includes a table giving the 
percentage of state-by-state coverage; 
a table on the taxes, licenses and fees 
paid by insurance companies; a table 
on the number of insuring organiza- 
tions licensed to operate in each state, 
and a table on the annual frequency of 
surgical claims. 

Great National Life of Dallas has 
purchased a five and one quarter acre 
site there for a new home office build- 
ing. 
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Republic National Life 
Is the eT@) Company 
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One-Third Of Workers Direct 
In New Group A&S Plam; Gr 
Received Free Coverag genton 


One out of every three workers cofmd John 
ered by group health insurance pggned as ‘ 
icies issued during 1960 did not hag Minnea] 
to pay for the coverage, according fe Orton 
Health Insurance Institute. For thefjected to 
workers, employers paid all the cog Federal, 
of the health insurance coverage, whign% of t 
in the rest of the new group pcliciijso cont 
workers shared in the cost. ase, Mor 

The institute said its report jrectors O 
based on an analysis of data supplignd theref 
by insurance companies which wes directo 
responsible for 68% of the total grog Percy Cl 
health premiums in the United Statfral and o 
in 1959. The data sampling consist@ges Fede 
of some 2,200 new groups set up dyprton is 
ing 1960 and covering 305,309 employ@reasurer 
and an estimated 692,000 dependenffowry is 

Of the employe total, 102,531 worgorporatio 
ers, or 33.6%, did not contribute towag Great 
the cost of the insurance they receivegts princ 
The remaining 202,778 workers cogyhere it 
tributed some portion of the cost @loor of t 
their group health coverage. fhe manag 

The institute also noted that 26@he leade 
of the new group policies reported wegpresident, 
on fewer than 25 lives. hief exer 


Better Chance In Large Group 


The data also revealed that th aeto 
larger the group the better chance 1960 In 
member of the group had of not co I 
tributing toward his health insurand!” nsu 
Of the groups of less than 25 person Praeto 
one in five was set up so that the engsuccessfu 
ployer paid all the insurance cosa net inc 
and in the remainder of these grougforce, Pre 
the costs were shared. In the larggto a con! 
groups, one in three was paid in fygeral age 
by the employer. fice exec 

Some 64% of the policies contaings A CO 
a basic hospital, surgical or mediegcancellab 
coverage, but more than half of theg troduced 
combined the basic coverage with ag cy Direc 
other type of coverage. About 22% policies t 
contained comprehensive major mein the c 
ical coverage, 28% supplementary mag expansio 
jor medical coverage, and 32% disg Presid 
bility income coverage. In all, four ou struction 
of every 10 policies contained mong office is 
than one type of coverage. schedule 

In the major medical coverages, 51% complete 
of the group policies had maximu 
benefits payable of $5,000, and ther Hoppe 
was a $10,000 maximum on benefit 
in 45% of the policies, while Lead 
policy had a $20,000 maximum. Equita 

T. R. He 

Smart a: 

i per age 
top age 
Ha 


Hancock A&S Plan Boosts 
Issue Age To 75 Without 


Benefit Decrease After 65 | 1955, 19 

John Hancock has introduced its new agency i 
“Hospital Expense 50” policy, whitg secutive 
provides surgical benefits, up to i Equit 
days of hospital benefits on each ilf ganizati 
ness and extends the company’s mar Harrisb 
imum issue age from 60 to 75. 

The new policy is designed primarit? Oklo 
for the older insured, is geared to suf Amer 
plement existing hospital-surgical COVE amoerics 


| erage and is renewable for life. Whik are mer 


=a aenvAle | fale Wm Oxe)an) o)K-3¢- 0m GRR A> er- Lalo mw -Wexed ReR-sanar- tale 
Sickness Protection in 42 States, District of 


Columbia, Puerto Rico and World-wide Rein- 


the policy calls for lower rates ai be Mid 
provides lower benefits, in contrast ti million 
previously issued policies, it keep preside 
hospital benefits after age 65 to th former 
pre-65 level. Mutual 

John Hancock has also liberaliz} 3) coyn 


| benefits on other hospital expense pal Oklaho: 
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icies, including coverage of certallj yyiq_, 
hospital expenses for out-patient cas} ang at 
lion in 
incorpo 
of stoc 
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Nirectorate Change 
t Great Northern 


Benton J. Case, John A. Moorehead 
nd John S. Pillsbury Jr. have re- 
med as directors of Great Northern 
Minneapolis, and Percy Chubb 2nd, 
ee Orton and Goodrich Lowry were 
ected to replace them. 

Federal, which recently acquired 





















erage, whilg0% of the stock of Great Northern, 
oup poclicfijso controls Colonial Life. Messrs. 
bs ase, Moorehead and Pillsbury are 
report jrectors of Northwestern National Life 
ita supplidnd therefore are ineligible to continue 






which wes directors of Great Northern. 
total grog Percy Chubb 2nd is president of Fed- 
nited Statfral and of Chubb & Son, which man- 
ig consist™ges Federal and other insurers. Mr. 
set up dwPrton is senior vice-president and 
)9 employ@#reasurer of Federal, and Goodrich 
dependenffowry is president of Northwest Ban- 
1,531 worggorporation. 
Jute towag Great Northern will continue with 
>y receivalts principal office in Minneapolis 
rkers cogyhere it has new quarters on the third 
the cost @loor of the Soo Line Building and will 
verage. fhe managed by its local officers under 
that 26@he leadership of Douglas M. Farnham, 
orted wempresident, who has been designated 
hief executive officer. 



















oup 7 
that gpraetorian Mutual Reports 

Powe, 1960 Increase Of 25% 

f not co 

insurandi Insurance In Force 

25 person Praetorian Mutual Life had its most 


at the emgsuccessful year during 1960, achieving 
nce cosa net increase of 25% in insurance in 
ese groumforce, President J. M. Mottley reported 
the larggto a conference of more than 50 gen- 
1id in fygeral agents, managers, and home of- 
fice executives. 
containg A complete new program of non- 
r mediggcancellable health insurance was in- 
f of thegtroduced by Vice-president and Agen- 
- with agcy Director Tom H. Penton. The new 
bout 22% policies being offered are the first step 
ajor mein the company’s broad program of 
ntary mf expansion for 1961, he said. 
2% diss President Mottley reported that con- 
, four oi struction of the new 17-story home 
ned mom office is proceeding well ahead of 
schedule, and is now expected to be 
ages, 51% completed during the summer of 1961. 
maximu 


and the’ Hopper Agency, Hawkins 


| benefit “a 

hile on Lead Equitable Of Iowa 

num. Equitable of Iowa has announced 
T. R. Hawkins, Jackson, Mich., of the 
Smart agency of Detroit, and the Hop- 

osts per agency of Harrisburg, Pa., as the 

out top agent and general agency for 1960. 
Mr. Hawkins attained the honor in 

r 65 ff 1955, 1957 and 1958, and the Hopper 

d its neg agency is a winner for the second con- 

y, whicg secutive year. 

ip to Equitable will honor the Hopper or- 

each if ganization Feb. 4 at a banquet at 


y’s maxf Harrisburg. 


Oklahoma Insurers Merge 


American Service Life and Mid- 
America Life, both of Oklahoma City, 
are merging. The surviving insurer will 
be Mid-America Life, with about $20 
million in force. Richard O. Trent is 
president of Mid-America. He is a 
former general agent of Massachusetts 
Mutual. The vice-president and gener- 
al counsel is George F. Short, former 
Oklahoma attorney general. 

Mid-America was organized in 1955 
and at the end of 1959 had $14.7 mil- 
lion in force. American Service was 
Incorporated in 1959 and sold two issues 
of stock totaling 313,608 shares to 
_ a capital and surplus of $604,- 





Calhoun Life of Columbia, S. C., has 
been licensed in Georgia. 
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Record 1960 
business turned in 
by the group de- 
partment of John 
Hancock is pre- 
sented to President 
Byron K. Elliott, 
second from left, 
by Vice-president 
Philip H. Peters. 
Looking on _ are 
2nd_ vice-presi- 
dents of the group 
sales and service 
department, James 
W. Moriarty, left, 
and Arthur C. Ro- 





gers. The 1960 new group life production for the first time exceeded $1 billion 
—$1,014,175,603, an increase over the 1959 figure of more than $110 million. 





Lutheran Mutual GA 
Assn. Reelects Hasselbring 


Henry Hasselbring, River Forest, IIl., 
was reelected president of Lutheran 
Mutual Life’s general agents’ associ- 
ation at the annual meeting in Chi- 
cago. 

J. V. Albrecht, North Canton, O., was 
named vice-president and Carleton G. 
Case, Marion, O., was reelected sec- 


retary-treasurer. Virgil H. Folkers, 
Waverly, Ia., was named to a three- 
year term on the executive committee. 

Featured speakers on the program 
were William E. North, president Na- 
tional Assn. of Life Underwriters and 
Earl M. Schwemm, agency manager 
for Great-West Life, Chicago. 


Lincoln National Life has joined 
Health Insurance Assn. 


1960 Fine Year For 
Lincoln National 


New business of Lincoln National 
surged to a record $1.7 billion in 1960, 
bringing insurance in force to $10,- 
565,000,000. The new business figure 
was $165 million higher than the 
previous year, and _ insurance in 
force climbed $735 million. 

At year end, the company had as- 
sets of $1,480,000,000, an increase of 
$60 million. Benefits paid out during 
the year amounted to $150 million, and 
total benefits disbursed since Lincoln 
National was organized were $1,380,- 
000,000. 

The company invested $16 million in 
Indiana last year and total invest- 
ments in that state amounted to $132 
million. 


Meyers Wins Rookie Award 


The 1960 new agent performance 
award of American United has been 
won by Galen J. Meyers of the Belisle 
agency of Topeka. In his first year in 
the business, he sold over $1 million 
and received the award for highest 
total sales and quality of business. 























Flexible-Age 


Retirement 


With LNL’s 


its fieldmen. 


The 


plan, the policyholder does not set the 
maturity date when buying the policy; 
he can wait until the date arrives be- 
fore making his choice. Naturally, cli- 
ents like this feature and LNL agents 
like to present it. 


Lincoln National’s flexible-age retire- 
ment plan is another reason for our 
proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


flexible-age retirement 


Fort Wayne, Indiana 
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branch office. 


George W. Skilton, vice-president, 
has retired. He has been comptroller, 
assistant secretary and superintendent 


of the group department. He is a for- md assistant secretary in the group office. 


Frederick A. Calderwood, associate tendent of agencies. He joined the company in 1950. 







company as a group service repre- 

H Offi Ch sentative at Milwaukee, and later 
ome ice anges was named manager of the Cleveland 
brokerage agency and of the Cleveland 


Connecticut General controller, has been named 2nd vice- Gordon H. Olinger, also a superin- 
president in charge of the newly cre- tendent of agencies. He has been with 
ated policyholder and field services the company at Denver and after that 
department. He has been a supervisor was manager of the Cleveland branch 


mer director and president of Life Of- department. Joseph C. Ladd, manager at Evans- 
fice Management Assn. and is an as- Appointed directors of agencies are: ton, Ill., whose new headquarters are 
sociate of Society of Actuaries. William F. Berson, former superin- in Chicago, where he first joined the 





BMA now 
has over 


BILLION 


DOLLARS > 
of life 
insurance 
in force! 


Life insurance in force for the protection of BMA policyowners 
and beneficiaries exceeded $2 billion at the close of 

1960, doubling the Company’s life insurance in force 

in the five years since the end of 1955. 


BMA health insurance protection has kept pace, too, with 
health premium income approximately equal to. premium 
income under life insurance policies. 


This progress is made possible by unexcelled service 
to policyowners and by the enthusiastic BMA field force. 


Coming soon, $3 billion! 
¢ 
BMA wii MEN’s ASSURANCE 
oO. CAmenrica 
un ene 


Mi. Home Office: Union Station Piaza - Kansas City 41, Missouri 
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= » Geoffre 
Prudential Millan, 

C. M. Mos perintenc 

counsel at the ChgJohn S. I 


cago regional hong secretar: 
office, has begrintender 
appointed associa 
general solicito 
He began with th 
company in 19; 
as assistant res 
dent attorney 
the Chicago mo 
gage loan offic 
later going to 
C. Malcolm Moss Los Angeles mor 
gage loan office j 
the same capacity. In 1948 he 
named attorney at the Los Angel@itive co 
regional home office, assistant cou ember ¢ 
in 1950 and associate counsel in 19§ Surance 
In 1954 he was promoted to counsel @.,..° Ass 
Chicago. He is a frequent contributal, forme 
to professional publications. Active j an of that 
sports, Mr. Moss played profession ittee on | 
baseball from 1927 through 1932. 
was a pitcher for the Chicago Cuh 
Louisville and Minneapolis of Massa 
American Assn. and Los Angeles of tjE. W- | 


Pacific Coast League. bunsel, ha 
al counst 


ate coun: 
ho is a. 
omass., CLL 
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Republic National 


R. V. Sundquist 
has been appointed 
superintendent of 
general agencies, 
and after a tem- 
porary assignment 
at the home office, 
it is expected he 
will be transferred 
to Chicago. He 
has been a gener- 
al agent at Santa 
Ana, Cal., for Ohio 
National. 


Donald § 
ector of 
bined the 
ear after 
pr Aetna 






R. V. Sundquist 












Great Southern Life 


C. W. Moores has been appoint 
public relations director and Mack 
Ball agency development director. '} 
Moores has had his own public 
tions, advertising and commercial ph ~~ 
tography business and Mr. Ball com + 
from New York Life where he he 
successive positions as underwrite; 


pe . - L. Keith Ho 
training supervisor, assistant manage 


and general manager at Houston. Fid 
‘ A ° Elected | 
Nationwide Life spear 





Elmer R. Warner, for the past lfryst Cor 
years with Massachusetts Mutual, mosiHeadley, p 
recently as pension services managéffracken, V 
at Chicago, has been named groujfind W. F. 
pension sales manager. or of Fir: 


rust Co. 
Mutual Of Canada 


Director: 
Norman E. McLeod has been ad-phairman | 
vanced from superintendent of agen- rf Reading 
cies to general superintendent of agen-¢ "airman 
cies. New ‘superintendents of agencies 
Spokane, | 


Banking & 
t 6 
||+Service Guide 
buperinten 


onsultant 
Day & Zir 
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30 “I. LaSalle St. Chicago 2, ut. [PS 2 CLU. 
Financial 6-9792 

It 

ques Professional Services On § Kenneth 


¢ RATE BOOKS °- ield supe1 
Planning — Page Designing — Preparation ompany | 
Proof Reading — Production — Covers n 1957 <¢ 
FAST © ECONOMICAL polis Life 
DUNCAN AND COPELAND, INC. e has be 


1038 W. Peachtree St., NW © Phone TR 3-3785 |i. , 
Atlanta 9, Georgia at Madiso 
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» Geoffrey T. Harris and Stewart Z. 
Millan, who have been assistant 






. Mos 


rintendents. 
at the ChiJohn S. Darling, who has been agen- 
tional hom secretary of education, is now su- 


2, has begrintendent of field training. 
ed associa 
solicito 
in with 
y in 19 
stant reg 








Great American Reserve 
Spoflin E. Har- 
pod has been ap- 
hinted vice-pres- 




















torney lent in charge of 
"ag0 MOM pic relations. 
an officg. has been public 
ing to tiiations director 
eles more southwestern 
n office if, since 1949, 
8 he 






served as ex- 
tive committee 





s Angela 










nt couns# amber of Life 
el in 195f surance Adver- 
counsel sers’ Assn., and Loflin E. Harwood 







ontributd’ , former chair- 
Active if, of that association’s standing com- 
rofessio ittee on public relations research. 






1932. 
260 Cutt Massachusetts Mutual Life 
eles of thg=. W. Furnans, assistant general 


bunsel, has been named associate gen- 
ral counsel, and R. K. Berry, asso- 
ate counsel, succeeds Mr. Furnans, 
ho is a director of the Springfield, 
wmass., CLU chapter. 


| Allstate Life 


ff Donald S. Connell has been named 
Mrector of life and A&S sales. He 
bined the company in January of last 
ear after serving as agencies director 
| @r Aetna Life. 


Illinois Mutual L.&C. 


















undquist L. Keith Hollo- 


way has been ap- 


fe pointed  superin- 


Ppoint tendent of training. 
Mack He has been divi- 
ctor. '} sion manager at 


lic 
-ial ph 
ll co! 
he he 
2rwriter, 
manage 
ston. 


é Elgin, 111., for Pru- 
.“ 4 dential. 
L. Keith Holloway 


Fidelity Mutual Life 


Elected directors are G. H. Brown 
rt, president and director of Girard 
past lifrust Corn Exchange Bank; J. F. 
al, mos#feadley, partner of Montgomery, Mc- 
nanagé@racken, Walker & Rhoads, law firm, 
| ground W. F. Kelly, president and direc- 
or of First Pennsylvania Banking & 
rust Co. 

Directors retiring are R. W. Brown, 
en adhairman of the executive committee 
f agen-pf Reading Railroad Co.; W. L. Day, 
f agen- harman of First Pennsylvania 
genciepanking & Trust Co. T. E. Seelye, 
onsultant and former president of 
Day & Zimmerman. 















John Hancock 

James M. Smith, general agent at 
Spokane, has been appointed assistant 
puperintendent of agencies at the 
estern home office in San Francisco. 
e joined the Seattle agency in 1941, 
ater becoming field assistant and as- 
sistant general agent at Atlanta. He 
sa CLU. 


Indianapolis Life 

Kenneth P. Urso has been named 
ield supervisor. He has been with the 
ompany since entering the business 
n 1957 and last year was Indian- 
Apolis Life’s top agent in the country. 
é€ has been with John Lyons agency 
at Madison, Wis. 
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Aetna Life 

Andrew Onderdonk and Robert H. 
Wiley, assistant secretaries in the 
comptroller’s department, have been 
promoted to secretaries, respectively, 
in the purchasing and supply, and field 
lease departments. 

K. F. McCreery, head of the plan- 
ning department, and J. R. Rohrs, su- 
perintendent of the general accounts 
department, have been appointed as- 
sistant secretaries of their departments. 


Ohio National 
Thomas A. Beckert, Gary K. Drown 
and Clair Manson have been appointed 
assistant actuaries. They are associates 
of Society of Actuaries. : 


Reserve Of Dallas 
Louis E. Gell, northwest regional 
manager, has been appointed to the 
newly created post of life training di- 
rector. He has been with Prudential. 


General American Life 
J. Kenneth Wylie has been appointed 
to the new post of health insurance 
sales director. He has been a general 
agent for Monarch Life at St. Louis and 























prior to that was sales director for 
Transportation. 

Thomas Repp has been assigned to 
the executive and employe benefits 
plans department. He has been an 
agency organizer at St. Louis. 


Life & Casualty 


G. W. Sitz, with the company four 
years, has been named auditor in the 
ordinary auditing department, to suc- 
ceed K. J. Davis, who has retired. 


EUREKA LIFE of Wichita Falls, 
Tex., has appointed Talmadge Kolb 
agency director. He entered the busi- 
ness with Standard L.&A. of Okla- 
homa City, and he has been vice- 
president and agency director of Uni- 
versity National of Norman, Okla. 


WISCONSIN LIFE policyholders 
have elected William S. Brenckle a 
director. He is president and general 
manager of Natural L.P. Gas Corp. 
of Waukesha. 


Harry R. Stout has been elected 
president of FEDERATED SECURITY 
of Salt Lake City to succeed Blythe 
M. Gardner, who has been named 
president of the newly formed Central 





German Mission of the Church of 
Jesus Christ of Latter-day Saints. Mr. 
Stout, who has been vice-president, 
is succeeded in that position by Frank 
J. Earl. Frank E. Williams, treasurer, 
has taken on the additional duties of 
secretary, this function formerly hav- 
ing been performed by Mr. Stout. 


TRAVELERS HEALTH ASSOCIA- 
TION of Omaha has appointed Rich- 
ard C. Hunt treasurer and general 
manager. He was marketing and ad- 
vertising manager. 


Elected to the board of NATIONAL 
UNION LIFE of Montgomery, Ala., 
are Maurice Ferre, president of Ponce 
Products Co., Miami, and Walter L. 
Schautz, president of Grove Silk Co. 


GRANGE MUTUAL LIFE of Nampa, 
Ida., has appointed Joseph G. Hubbell 
underwriting vice-president. 





Lincoln Liberty Life reports it ex- 
ceeded its 1960 goal of $200 million of 
life in force. Total life sales of more 
than $44 million were realized, an in- 
crease of more than 12% over 1959 
efforts. 


LIFE WITH 
PROVIDENT 


My Daddy says, 
"A fellow grows fast 
on Provident's 
special formula." 


4 








PROVIDENT LIFE e ACCIDENT e SICKNESS 


LIFE AND ACCIDENT 


<Gesurante OWUGCAMY 


CHATTANOOGA 


HOSPITAL ® SURGICAL ®e MEDICAL 








Travelers 
H. F. Leutholt, life and A&H brok- 
erage manager in the office of the re- 
gional director of agencies at New 
York, has been named special services 
consultant in the life and A&H de- 
partment there. He is a CLU. 
W. B. Snyder, a member of the life 
and A&H department in the home 


Changes In The Field 


office special services division, 
been appointed special services con- 
sultant in the life and A&H depart- 
ment of the Dallas regional office. 


FieNATIONAL UNDERWRITER 






Minneapolis, have been appointed to 
supervisory posts in their respective supervisor and field management 
agencies. Mr. Roberts joined the com- 
pany in 1958 and Mr. Wheaton in 1957. 


New York Life 


William H. Creamer III, 
manager at Towson, Md., has been ap- 
superintendent of 
training for the middle Atlantic area, 
with headquarters at New York City. 
He is succeeded by Charles P. Isher- 
wood, management assistant at Fort 
Lauderdale, Fla. Mr. Creamer has been 
agency instructor at Philadelphia, as- 


Lincoln National Life 
James E. Roberts, R. E. King agen- 
cy, Charlotte, N. C., and George S. 
Wheaton, L. M. Elling & Associates, 











J. S. Ebanks 














Aleck Hovanes 
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W. G. Preston, CLU 
































D. P. Waslif M.S. Weimer W. B. Wetzell F. R. Wiklund 
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National 


NORTHWESTERN NATIONAL LIFE 





We lke BOW TIES at Northwestern Neafronal 


e Yes, we like bow ties at N/W National Life. You see, a bow tie — and 
membership in the Bow Tie Club —is awarded our Field Managers when 
they achieve their assigned new manpower quotas for the year. Being a 
member of the Bow Tie Club is a mark of distinction at N/W National — 
and we congratulate each of our Field Managers pictured here who won 


membership in the club for 1960. 


N/W NATIONAL 


ife Insurance for Living 
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sociate at the home office. Mr. Isk 
wood has been assistant manage 
Miami and West Palm Beach. 
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eral agent the other 
He was forme plish: 
division mana So, a 
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Atlanta. Cc 
K. W. Swans a 
Thomas |. White supervisor at Bi 
ings, Mont., 


been appointed training supervisor 
the western region. 


Mutual Trust Life 


John I. Kuebler has been appoint 
general agent at Appleton, Wis. 
succeeds Morrow B. Herner, who 4 Ce 
tired after 22 years with Mutual T 
13 of them as general agent. 


Northwestern National 
Richard W. King, supervisor sip 
1957 at Columbus, O., has been 3 
pointed assistant manager at Min 
apolis. He joined the company in ]§ 
at Fostoria, O. 


Lutheran Mutual 






New general 
agents are Forrest 
F. Harms at Madi- 






















son, Wis., Harry C. C 
Hendrickson at 
Eau Claire, Wis., 
and David L. Kath 
at Fergus Falls, 
Minn. They have 
been district 
agents in their re- Ce 
spective locations. 
Forrest F. Harmiiy 
Phoenix Mutual Life 
J. F. Lynch, field supervisor at S ‘ f 
acuse, has been promoted to mana If y 
there. ans\ 
N. C. Lyman has: been appointe ther 
manager at Spokane, to succeed L. “Ho 
Sweat, who has resigned. Mr. Ly you 
has been manager at Portland, O Con: 
for Life of North America, and befo 
that was manager of Phoenix Mutua 
Life at Eugene, Ore. : 
€ 
Capitol Life Of Denver ec 
Todd W. Bechtol has been appoint Cé 
manager at Denver. He was genef ly 
agent at Salt Lake City for Penn M y% 
tual. He ‘is a past president of Ut m 
Life Underwriters Assn. and 
Managers Assn. 2 
Kansas City Life ¢ 
Charles W. Fisher, St. Louis ge P 
eral agent, and Bayard Judd, gene fe 


agent at Los Angeles, are retiring. M 
Fisher, who joined the company in 194 


MANAGEMENT 
ACONSULTANTS 











O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








INSURANCE COMPANY MINNEAPOLIS, MINNESOTA 





— 












UM) 








ry 21, }@muary 21, 1961 


ter and sg 
agement 
. Mr. Ish 
manage 
each. 












rotecti 
1as I. Wh 












HOW MUCH 





IS ALOT? 


has been a general agent since 1912. 
Mr. Judd went with the company in 
1912 and became general agent in 1922. 
His son, Robert H. Judd, has been as- 
sociate general agent at Los Angeles 
and will succeed him. 


Guardian Life 
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THE OHIO STATE LIFE 

















That depends on you! It de- 
pends on how much money 
you want to make — and 
whether you can instill in 
others your spirit of accom- 
plishment and “know how”. 
So, ask yourself: 


Can I show others how to 
prospect —to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 


Can | inspire others to 
tell a convincing story 
—and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic 
and Aut-O-Check ? 


Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 
selves? 


Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top Ist year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 
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COLUMBUS 15, OHIO 
















a Bryce M. Vay 





















Adam J. Har- 
vey, who joined 
the McLain agency 
in Pittsburgh in 
1960, has been ap- 
pointed manager 
there, to succeed 
William L. Mc- 
Lain, who has re- 
tired. Mr. Harvey 
was formerly as- 
sistant manager at 
Pittsburgh for 
Bankers Life of 
Iowa. 





Adam J. Harvey 


Boston Mutual Life 


J. H. Kahn and Milton Mandel have 
been appointed managers of new agen- 
cies at Westwood, Mass., and Boston, 
respectively. Mr. Kahn was division 


and Mr. Mandel, a CLU, was district 
manager for New England Life at New 
York. 


5 manager for Prudential at Baltimore, 


al Pacific Fidelity Life 


has been appointed 
manager of the 
company’s’ San 
Diego agency at 
5511 El Cajon 
Boulevard. He en- 
tered the business 
in 1952 and is 
treasurer of San at 
Diego A&H Assn. 

Bruce M. Vay 





Aetna Life 

Cecil T. Chalke, assistant general 
agent at Bridgeport, serving as head 
of the Stamford district office, has 
been appointed general agent at 
Springfield, Mass., to succeed R. E. 
Goewey, who will devote his time to 
personal production. Mr. Chalke joined 
Aetna Life at Brooklyn and later was 
named brokerage supervisor at Mine- 
ola, N.Y. 





Provident Mutual Life 


William F. Shean has been ap- 
pointed regional manager of a newly 
established group office in Chicago. 
The office will handle sales and service 
in Illinois, Indiana, Kentucky and Mis- 
souri. Mr. Shean has been in the 
group business 18 years with Sun Life 
of Canada, Massachusetts Mutual and 
New York Life. 


Prudential 

George W. Althoff has been pro- 
moted to manager at the company’s 
Blue Island, Ill., district office, re- 
placing James T. Gibney, who becomes 
manager at Chicago Heights. Mr. Alt- 
hoff joined Prudential in 1952 at Belle- 
ville, Ill., and in 1954 was named staff 
manager. 


Occidental Of California 


Vincent J. Arrigo has been appointed 
assistant manager at Washington, D. C. 
He entered the business in 1959 with 
Metropolitan Life there and most re- 
cently has been a sales manager trainee 
with Fidelity Bankers Life. 

Edward R. Burke has been appoint- 
ed assistant manager at Davenport, 
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COOPERATION 
IS THE DIF F'RRENCE 







Trropuc tion krcoxn | 

























The Security Benefit 
Life representative re- 
ceives the utmost in co- 
operation from’ the 
Home Office. He enjoys 
this unusual Home Of- 
fice assistance through 
Security Benefit Life’s 
new concept of ‘field aid’’— 
an advanced and unique ap- 
proach in helping the man in 
the field close more cases. 



























This highly developed team- 
work between Home Office 
and field has enabled Security 
Benefit Life to triple its size 
in ten years, assured more 
sales, more income for the 
members of its field force. 


















Licensed in most states, Se- 
curity Benefit Life is highly 
rated as a sound and estab- 
lished company which offers 
its representatives MORE in 
higher commissions, up-to- 
date policies, tested sales aids, 
and Home Office COOPERA- 
TION. 


Ke ified 


MARC F. GOODRICH. CLU 
Assistant Vice President 























































SECURITY BENEFIT LIFE 


INSURANCE COMPANY, TOPEKA, KANSAS 


Founded 1892 @ Licensed in most states @ Ranked in top 10% of life companies 




















WHOLE LIFE 


(WLNP) 


HeNATIONAL UNDERWRITER 


Ia. He has been with Washington Na- 
tional. 

Lawrence P. Lawfer has been ap- 
pointed assistant manager at Bir- 
mingham. 


Continental Assurance 


Earl W. Hays 
has been appointed 
manager of a new 
agency at Mem- 
phis. He was di- 
vision manager 
there for Equitable 
Society, having 
been with that 
company 10 years. 










AGE 25........$12.36 


Earl W. Hays 








LOW RATES 


en 


17.67 Connecticut General 













6 BS. .cccces 


PARTICIPATING 


Former brokerage consultants ap- 
pointed senior brokerage consultants 





26.58 
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WIDE VARIETY OF TERM RIDERS AVAILABLE 


¥ 


For further information on this and other “New For '61” plans, contact: 


INSURANCE — COMPANY of NEW YORK 


33 MAIDEN LANE 


PLUS POLICY FEE 


are Walter C. Duemer and Larry C. 
Grubaugh at the Cleveland brokerage 
agency and Paul C. Molloy at Harts- 
dale, N.Y. 

Named brokerage consultants are 
Ronald L. Bauer, Cleveland, and Ed- 
ward P. Smith, Los Angeles. 


Employers Life 
L. A. Casey has been appointed 
manager at San Francisco, where he 
has been manager of Life of North 
America, before which he was broker- 
age supervisor for that company, and 
with Pacific Mutual Life. 


- Equitable Society 


T. W. Evans, manager at Charleston, 
W. Va., has been transferred to Mem- 
phis to succeed the late C. C. King Jr. 
Mr. Evans was president of Charleston 
Life Underwriters Assn. and a director 
of Charleston General Agents & Man- 
agers Assn. 

K. S. Umberger, district manager at 


NEW YORK 38, N. Y. 














a future that now can be yours 


















Man 
with 
a 
future... 


AS A GENERAL AGENT 


of the Central Standard Life Insurance Company 


A NEW CAREER CONTRACT OFFERS YOU — 


With Central Standard You Enjoy 

¢ working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 


Completely Vested Renewals for the 
premium paying period of the policy 
Substantial Override for General Agents 


Accident and Sickness Plans — 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 





**The secret of success is Constancy to Purpose”’ 
Benjamin Disraeli 
Our success has been achieved with our career men and women. 


In Force: $355,801 ,108 
Assets: $110,276,718 
Surplus: $ 16,584,837 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or Harold E. Stout, Vice President and 
Director of Agencies, Home Office, Chicago, 
Tilinois. 





CENTRAL STANDARD LIFE 


Founded 1905 INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 
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Hagerstown, Md., for the Charlest st Pa 
agency, has been named to succeg@ 
Mr. Evans. 


John Hancock 


Richard A. Secrist, assistant to th. 
superintendent of general agencies 
the western home office at San Fra’. 
cisco, has been appointed general age 
of a new agency there. He joined 
company at Columbus, O., was fid 
assistant at the home office and brok 
erage consultant. 

F. Henry Garner, who has been 
charge of the Portland detached offig 
at Eugene, Ore., has been named geng ates i 
eral agent at Spokane, to succegf Saale 
James M. Smith, who has been ap to be 
pointed assistant supeintendent 4 

i .gther tha 
agencies at the western home offic tection. 
Mr. Garner joined the Portland age Sext 
in 1947, later becoming supervisor an ‘undation 
assistant general agent. no prov 


* sumption 
State Mutual Life sey 


tter Care 
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Robert L. Maz- “Even if 
zeo, assistant man- ‘oship,” |t 
ager of the Killea Bt by the 
agency at New wailable , t 
York, has been gin a rece 
promoted to man- @ves and | 
ager of the Dyck- es show 
man Street agency. ypertensic 
there. HeisaCLU. | - hile the a 

iseaseS Wé 

br the ext 

Robert L. Mazzeo on-execut 

P In unde! 

Southland Life Ape 


Three assistant agency managengoholism, u 
have been named: Henry N. Hostet@usiness 1 
ter, Houston; A. C. Hovater, Tulsa, angupational 
Luther C. Shuffield, Amarillo. “We fee 

Mr. Hostetter was named field as#rinking, | 
sistant a year ago; Mr. Hovator haves are | 
been with the company since 1951felong to t 
and Mr. Shuffield joined Southpilly subst 
land at El Paso. ontrary, t 

Lloyd C. Hewett and Billy M. Rudigressure ¢ 
have been appointed field assistants or e) 
working out of the home office. Mrgrinking, g 
Rudd has been an agent at Gainesvillegnd keep | 
Tex., and Mr. Hewett, who is return-§ There is 
ing to the company, was at one time apongevity « 
Southland Life agent at Bremertonppares favo1 
Wash. e adds. § 
business 1i 
ace amoul 
ality expe 


Massachusetts Mutual Life 


E. K. Wilson has been appointeill aication 
district group representative at At ent morta 
lanta. He was with Continental Cas- 41% mo: 
ualty before joining Massachusett§ i onced 
Mutual last year. benerally. 


FAMILY FUND LIFE has promoteig “In gen: 
the following to training supervisors: inderwrite 
W. E. Dodgen and J. B. Bailey, both#!on for ir 
at La Grange, Ga.; J. F. Squires #Vay as ev 
Thomasville, Ga.; D. B. Mauldin, At-jPVe speci 
lanta, and Dennis Jones, unit manager Upational 
at Oneida, Tenn. 

Oregon 

KENNESAW LIFE & ACCIDENTEnnual bi: 
has appointed H. E. Snyder regiona §William J. 
manager of the intermediate divisio Sof John H 
of the Brunswick, Ga., regional officefmitment t 
and J. D. Beasley district manager of 
the intermediate division at Albany, Ga. 


Gains For Provident Life 


New paid business in 1960 of Provi- 
dent Life of Bismarck was $39,939,401, 
and a gain in insurance in force was 
$17,177,968, bringing the total to $229-9'" 3 
521,453. . 

The company showed an 8.1% gail 
in insurance in force last year. The 
average size policy increased 22.6% t0 
$8,115. 





% - 
Yo ano? 


State Farm Assurance has _ beet 
licensed in Wisconsin. 
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ast Pace Of Modern 
iness Not Such A 
iller, Says Doctor 


here’s very little evidence that the 
‘hid pace imposed on the modern 


Charlest, 
to succe 






y 
. 








tant to 





yg siness executive is really “man- 
neral a “ping,” according to Dr. Thomas S. 
joined ton, vice-president and head of 










sssachusetts Mutual’s underwriting 
d new business operations. On the 
ntrary, his research indicates that 
iness success often goes hand in 
shed offi nd with good health and long life. 
seme oa Since 1950, Massachusetts Mutual 
° sea timates it has_ sold individual pol- 
hoon al es totaling more than a billion dol- 
adent 7 to be used as business insurance 
me offic egy for family or personal 
Fotection. 
—— Dr. Sexton, who is a former Mayo 
“undation fellow, points out that there 
no proved scientific basis for the 
sumption that normal business 
ress may lead to poor health. 


was fie 
and brok 
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‘Ietter Care For Executives 


¥Even if there should be a rela- 
nship,” he said, “I believe it is off- 
by the better medical attention 
Wailable, to business men.” 
Aina recent survey comparing execu- 
“ves and non-executives, the execu- 
ives showed no higher incidence of 
ypertension than  non-executives, 
hile the occurrence of cardiovascular 
iseases Was found to be much lower 
br the executive group than for the 
on-executive group. 
In underwriting, the company has 
bund no more serious problems of al- 
Nanagenpoholism, ulcers, and overweight among 
_ Hostet@usiness men than in any other oc- 
ulsa, angupational group. 
). “We feel that the tales of hard- 
field as@rinking, ulcer-ridden, portly execu- 
ator hamves are largely myths which either 
ce 1951Melong to the past or have never been 
South@ully substantiated,” he said. “On the 
ontrary, there is considerable social 
M. Rudressure on the successful business 
ssistants or executive to avoid excessive 
‘fice. Mr@rinking, get regular health checkups, 
nesville~nd keep his weight down.” 
return-™ There is also some evidence that the 
© time aongevity of business executives com- 
>mertonfpares favorably to that of other groups, 
e adds. Since a large proportion of 
business life insurance sold involves 
ace amounts of $50,000 or more, mor- 
ality experience on these cases is some 
Indication of executive longevity. Re- 
of ent mortality on such cases has been 
41% more favorable than that ex- 
perienced on the company’s business 
benerally. 
‘omotei# “In general,’ Dr. Sexton said, “we 
rvisors@nderwrite a business man’s applica- 
y, bothion for insurance in much the same 
Squires #Vay as everyone else’s, except that we 
in, At-§Bive special consideration to any oc- 
1anager Upational hazards which might exist.” 
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Oregon Life Managers’ Assn., at the 
IDENT &nnual banquet at Portland, heard 
egional Villiam J. Bird, western vice-president 
livision of John Hancock. He spoke on “Com- 
| officefmitment to Excellence.” 
ager of 
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Continental Assurance 
GA, Managers Assn. Sets 


Mid-Winter Conference 

Keyed to the theme “Our Golden 
Year,” the annual mid-winter confer- 
ence of Continental Assurance’s Gen- 
eral Agents & Managers Assn. will be 
held at the Drake Hotel in Chicago, 
Jan. 25-27. The company this year is 
observing its 50th anniversary. 

Among the company officials who 
will address the meeting will be Roy 
Tuchbreiter chairman, and Howard C. 
Reeder, president. 

Other company officials who are on 
the program are David G. Scott, Ist 
vice-president and actuary; Robert B. 
Hamor, vice-president and director of 
agencies; Dr. Clifton L. Reeder, vice- 
president and medical director; Paul H. 
Rinker, vice-president, group, and Pe- 
ter Hondorp, head of retirement and 
special plans. 

Among the agents and managers 
taking part in the meeting as modera- 
tors or panel members will be Dorth 
Coombs, Wichita; Romeo Danais, Man- 
chester, N. H.; Herbert Carr, Detroit, 
and Philip C. Belber, Newark. 


Killer Heart, Humor Rx 


For Agents, Underwriters 


A killer heart and humor were the 
ingredients of the universal prescrip- 
tion given to members of Chicago 
Home Office Life Underwriters Assn. 
to strengthen their half of the agent- 
underwriter team. The “physician” in 
this case was Louie E. Throgmorton, 
vice-president and director of public 
services of Republic National, who 
made the Chicago association’s Janu- 
ary meeting one of the 400 of which he 
jocosely addresses during the twelve- 
month. 

Company field forces are divided 
into three parts like Gaul: those agents 
with gall, more gall and most gall, he 
parabled. “Those (agents) have the 
heart of a killer, and those are the 
ones who do the most... They have 
the most gripes, but underwriters 
should take it.” 

In the interest of company solvency, 
the underwriter, too, must have a killer 
heart and must be able to say no to 
the agent who pressures him on be- 
half of a poor risk. “If this bothers 
you, you are in the wrong business,” 
he declared. 

“Do not take yourselves serious- 
ly,’ Mr. Throgmorton advised. People 
with a sense of humor last longer, and 
good relations with agents will last 
longer, too, if the correspondence is 
convivial. 


Plan Columbus Claims Unit 


Columbus (O.) Claims Assn. is being 
organized for claims adjusters of life 
and health companies. H. E. Thomas, 
Continental Casualty, and John Revel, 
Ohio State Life, are in charge of plan- 
ning, and Feb. 15 has been set for a 
tentative organizational meeting. 





ny, Ga. 





2 COULD IT BE TRUE? 





Provi- 
139,401, | 
ce was Ye, 
oy $n! 
$229,-8'* Sag * 








r. The nace o 
6% to 
beq 174 Whitney Avenue 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
in renewals over the next six years. If you want more infor- 
mation on how to step up to your own Agency, contact—David 
G. Hunting, C.L.U., Agency Vice-President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


e New Haven 5, Conn. 











13 


2 












to the life insurance 
man who feels he is 
qualified for agency 
management . . . 


If you're “stymied” on management opportunities with your 
present company, this should interest you. 


Our company has doubled in size in 40 months. We have 
dozens of areas throughout the West “flagged” for agency 
development. As a result, we are in need of management 
caliber men. 

















To attract the type of people we want, we have established 
what we feel is the industry’s most comprehensive manage- 
ment development program. If intensive testing is favorable, 
a candidate is immediately made an Assistant Manager. He 
receives intensive training and field experience in manage- 
ment functions. He then serves 3 to 6 months as a home 
office staff executive in our Agency Department, handling 
special management assignments throughout our territory. 
Upon completion of this period of indoctrination, he is im- 
mediately available for appointment as Agency Manager. 




















Our requirements are high, but don’t necessarily include man- 
agement experience. Successful candidates receive a liberal 
salary plus commissions and overrides. 






If you are interested in discussing this management oppor- 
tunity with us, let us hear from you. 


WRITE: 

LYNN TENNEY, Vice President & Manager 
of Agencies, California-Western States 
Life Insurance Company, P. O. Box 959, 

Sacramento, California 
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The Federal Man has increased his income with 
the recent addition of the new Federal Life 
Qualified Risk Plan which now makes it 
possible for former heart, cancer, and 
diabetic patients to purchase Accident 
& Health Insurance. If you would 
like to increase your income 
write Emery Huff, Agency 
Vice President. Special 
managerial openings —4 
in Minneapolis — St. Paul, and 
Kansas City. Federal Life\ 
Insurance Company, 6100 N. 
Cicero Avenue, “Sicsueane 
Chicago 46, 
Illinois. 
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FteNATIONAL UNDERWRITER 


Editorial Comment 
Should Policies Ever Be Replaced? 


If you’re a boat owner, there doubt- 
less will come a time when it will 
seem like a good idea to turn your boat 
in on a newer model. Maybe the new 
one will have some measurable im- 
provements over the old one, like a 
power plant so much more efficient 
than the old one or a type of con- 
struction so much more lasting that 
you’ll save enough money in the long 
run to offest the immediate cost of 
going from an old boat to a new one. 

But can the same type of thinking 
be rationally applied to trading present 
life insurance for new? It used to be 
said—and believed by even the twist- 
ers who denied it—that dropping a 
permanent type of policy so as to buy 
another was virtually without excep- 
tion a losing proposition for the pol- 
icyholder. But with so many new kinds 
of policies, with a bewildering array 
of special features, and with “cheaper- 
by-the-dozen” plans being issued by 
companies already in the very low net 
cost category, is it still mathematically 
provable that swapping policies in mid- 
stream is costly for the policyholder 
every time? 

We don’t know the answer, but we 
do know that many an agent who’d 
punch you in the nose if you called 
him a twister is convinced that there 
are many situations in which the pol- 
icyholder would be a dope to do any- 
thing but make a switch. We’re also 
pretty sure that the breakdown of the 
quasi-religious taboo against replace- 
ment has opened the gates to rapacious 
hordes of agents who don’t care much 
whether a switch is really in the buyer’s 
best interest or not, just so the com- 
missions get paid. 

It’s not surprising, therefore, that 
President Harry K. Gutmann of the 
New York State Assn. of Life Under- 
writers said the other day in address- 
ing the New York City Life Super- 
visors Assn. that the replacement prob- 
lem is the gravest one that the indus- 
try faces today: 

In view of all this, it is highly en- 
couraging that, as Mr. Gutmann an- 
nounced, the state association’s general 
agents and managers division annual 
meeting in February at Saratoga 


Springs will devote its entire session 
to the replacement problem. The plan 
is to go at the matter realistically and 
objectively—something that has been 
extremely difficult to do in connection 
with this emotionally charged subject. 

We hope that this meeting will make 
a start, at least, toward evolving a set 
of specific standards setting forth when 
a switch is justified and when it is not. 
It is no longer any use to make out 
that justifiable replacements are so 
rare that a blanket denunciation of all 
replacements is all that is needed in 
the way of criteria. Admittedly, there’s 
the possibility that it might encourage 
some switching that would not other- 
wise be effected, but the alternative 
is to leave the policyholder at the 
mercy of the unscrupulous agent. 

Perhaps such a set of standards 
might lead to insurance department 
requirements that a buyer who is re- 
placing a policy sign a statement ac- 
knowledging that he has read the 
standards, knows what he is letting 
himself in for, but wants to do it any- 
way. 

Why are policies being replaced to 
such an alarming extent? One reason 
is that the prospect wants a policy 
embodying the family plan or the 
guaranteed insurability option but can’t 
get these added to his present insur- 
ance and feels his premium outlay will 
be too high if he buys the new and 
keeps the old. Policies heavily bor- 
rowed on are another reason for switch- 
ing. Permanent insurance may be re- 
placed by term, for a variety of reasons, 
including a desire to invest in equities. 

Some of these reasons for replace- 
ment can be mitigated—and in some 
companies have been—by willingness 
to offer new features as riders to ex- 
isting policies. However, such conces- 
sions won’t take care of all replacement 
situations, by any means. 

The New York state managers’ ses- 
sion on replacement should be im- 
mensely productive—if the emotion- 
alists can be kept in check so that a 
genuinely open-minded inquiry can 
proceed. Righteous indignation about 
the situation that exists is undoubt- 
edly justified, but at the Saratoga con- 


ference it will be as out of place.as a 
stirring denunciation of Russia at a 
meeting of the joint chiefs of staff. 

What will be needed is a willingness 
to understand what situations there 
are in which replacement can reason- 
ably be justified on the basis of what 
is best for the policyholder—not nec- 
essarily best for the company, not 
necessarily best for the agent. Main- 
taining this objective attitude toward 
replacing policies will be difficult 
for most of those attending the Sara- 
toga meeting, for in the main they 
have been conditioned to regard re- 
placement as anathema. 

Without such an attitude, the Sara- 
toga conference is likely to miss its 
great potential because of fear that a 
clear, understandable stand on re- 
placement would give aid and comfort 
to the enemy. Yet could anything that 
might be agreed upon at the confer- 
ence be more comforting to the enemy 
than leaving things in their present 
confused state? 

The speakers scheduled to address 
the conference seem to have been well 
chosen to discuss the replacement 
problem factually and_ realistically. 
That in itself is an encouraging indi- 
cation that the members are seriously 
seeking to evolve realistic remedies 
for what Mr. Gutmann, with good rea- 
son, calls the gravest problem of the 
industry today.—R.B.M. 





Personals 


Edwin W. Craig, chairman of Na- 
tional Life & Accident, has been 
awarded the Nashville Junior Chamber 
of Commerce’s Fred Harvey memorial 
plaque for distinguished citizenship. 


Ogburn F. Stafford, president of Pilot 
Life, has been named chairman of the 
Radio Free Europe (Crusade for Free- 
dom) Fund for North Carolina. 


Robert R. Cave, general agent. of 
New England Life at Boston, has been 
elected a corporator of the Provident 
Institution for Savings, Boston. 


John T. Acree, president Lincoln 
Income Life, has been named to head 
the 1961 Community Chest drive of 
Louisville and Jefferson County. 


Frank Barrett, the newly appointed 
Nebraska director, has been named 
Lincoln’s most outstanding young man 
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for 1960 by Lincoln (Neb.) Jun 
Chamber of Commerce. 


Morton S. Sellner, life and 
agent of Travelers at New York, 
been named chairman of the gene 
insurance division of United Jey r 
Appeal. Mr. Sellner headed last ye 
drive. 
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HAROLD C. HOEL, 63, vice-presidg United 5 
and director of agencies of Lutheg growth 
Brotherhood, died 270,000 te 
of a_ respiratory ms 45,0 
ailment after long prtheast 
hospitalization at = Travele 
Minneapolis. He treated : 
went with the fra- /Nationa 


































ternal in 1933 and pt movin 
for more than six Other st 
years was general ire, 41% 
agent at Seattle. In 415, a ga 
1940, he was trans- 

On Wer 


ferred to the home 
office, and moving 
up the ladder in 
the agency depart- 
ment, he became vice-president 
director of agencies and a member 
board in 1959. A CLU, Mr. Hoel y 
also the first from Lutheran Brothe 
hood to qualify for Fraternal I 
ance Counselor. 


LLOYD CLEARY, general agent 
Franklin Life at Sherman, Tex., dj 
there. After a stint as a professio 
musician, he had been with Frank 
for 15 years. 


STERLING L. YOUNGQUIST, 
general agent at Columbus, O., 
Northwestern Mutual, died. He joi 
the company in 1928 and was gene 
agent for 25 years. 
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By H. W. Cornelius of Bacon, Whipple & 6 favor—m 
135 §. La Salle St., Chicago, Jan. 17, 19120 ahead, 
+ In asse 
Aetna Life 95 ound th: 
American General  ........cccsc 32 quotation 
Beneficial Standard. ..............00 15 Beside: 
Business Men’s Assurance ......... 42%. | 
Cal.-Western States 0.0.0... 51 i terest ba 
Commonwealth Life .... 21% 2 monthly | 
Connecticut General ........ 433 Thus it 
Continental Assurance 186 some ki 
Franklin Life ................0 79 ad ae 
Great Southern Life... 68 = yg panies w 
Gulf Life 18% interest. 
Jefferson Standard 42% subsidiar 
Liberty National Life .................. 60 ft 
Life & Casualty ............... 17 i 
Life of Virginia .............. 63 6— Mass. | 
Lincoln National Life .................. 228 =. Life to 3, 
National L. 8 A. wccecccecseeseeees 123% Ihm,: 
North American, II]... 1434 tinental 1 
Ohio State Life .......... 38 4m Inthe 
Old Line Life __...... 60 68 Underwr 
Old Republic Life .... 19 r) 
Republic National Lif 33 Salt Lak 
Southland Life .... 90. ~=—s distribute 
Southwestern Life 0.0... 54% 4% the Dece! 
Travelers 9812 W ; 
United, Il. 30% xp 4 mist 
U. S. Life 45% 4&8 bid price 
Washington National ..............0 46 #§ was for c 
Wisconsin National Lite .... 29 3 
ae S. c Spc 
Form Berman & Woodruff Forum C 
Lawrence A. Berman and Vaug@bama w?] 
N. Woodruff, attorneys in the Illin®] fications 





department with the title of coW§Participa: 
selling deputy, have opened their §administr 
law office, Berman & Woodruff, 4 commissi 
One North La Salle Street, Chicaf§ Mutual 
Messrs. Berman and Woodruff serv@J, Eqwir 
in the Illinois department under Dire¥ president 





tor Gerber, Mr. Berman in Chicago @§ Insurancs 


Mr. Woodruff in Springfield. 
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— Comments On The Insurance Field 





. From The Investment Dealer’s Chair 
the geng By LEVERING CARTWRIGHT 
gol a Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Accumulation of insurance stocks proceeded last week; offerings were easily 

psorbed and there were some substantial advances. 

Connecticut General Life was again a favorite after having surmounted its 

00 per share barrier. It closed Friday at 427 bid, up 27 points for the week. 

5 National Life & Accident continued to go easily to 123% bid, a gain of 
etter than 7 points. Government Employees Insurance at 92 was 3 points 
igher, while Government Employees Life eased. 

ce-presidg United Services Life of Washington, which commands increasing attention as 

of Lutheg growth situation, gained 10% during the week, closing at 66. This added 

270,000 to the market value of the portfolio of Northeastern Insurance, which 

45,000 shares of United Services. This is equal to almost $1 per share for 

prtheastern and stock of the latter was marked up to 12% bid. 

Travelers reached a new recovery high of 98, up 5 points, while Aetna Life 

Btreated slightly to 95% bid. 

National Old Line, which has been widely talked up in brokerage circles, 

ot moving again and at 17% was up nearly a point. 

Other strong actors were Crum & Forster, 7412, up 1% points; National Union 

ire, 4114, up 1; Fidelity & Deposit, 51, plus 2%; Hartford Steam Boiler, 

¥%, a gain of 114; Kansas City Life, 1380, up 30; Liberty National Life, 60%, 
































On Wednesday morning, Franklin Life was 80 bid; General American Life 
Inderwriters 780; Life of Virginia 6214; Travelers 99; United Services Life 70; 


; ‘ ‘ 
old. C. Hoel _S. Life 46%, and Connecticut General 335. 





blus 2; Life Insurance Company of Virginia, 6012, 2 points higher; Quaker City 
ife, 49, 214 better; Security of New Haven, 58, plus 344; U. S. F. & G., 43, plus 
%: U. S. Life, 44, also up 1%; Northwestern National, Milwaukee, 91, up 2. 
Lincoln National Life remained in the doldrums at about 230 bid. 
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Standard Accident had a big rollover of stockholders following the announce- 
ent of the proposed affiliation with Reliance. The stock ran up quickly to 53 
1 agent @pid, a gain of 6 points in two days. Then it fell off and held at 50 bid. Reliance 

Tex., qgeased 24% points to 56. It went still lower this week, suggesting abitraging 
rofessigghperations. This look like a good amalgamation on a fair basis. Speculators 
h Frankgere skittish, though, on the strength of recent on-again off-again insurance 
merger schemes. So far at least there has been no hint of opposition to the plan, 
either by substantial interests or professional troublemakers. 

YUIST, Standard & Poor’s publication, Investment Outlook, this week had highly 
is, O., favorable comment on the Standard Accident-Reliance program. 

He joim Aetna Casualty was marked up 2 points to 98; Continental Assurance con- 
yas genegtinued to be in demand and, at 187, was 3 points stronger on the week. 

Peerless Insurance at 24 was up 1% points. North America broke further 
into new all-time high ground above and on Tuesday the stock spurted to 86, 
helped along by John Diemand’s optimistic talk before San San Francisco 
Society of Security Analysts. 

The insurance list tends to move in segments. There is never a time when 
there is a broad upward or downward change that all issues do not participate. 
In a bull movement, the first tier of issues—the ones that the trusts and banks 
ipple & qq avor—make their move first. When this sets a style the second tier tends to 
n. 17, 19120 ahead, then the third, etc. 












7 In assembling a comprehensive year-end quotation on insurance stocks, I 
95  ygfound that there are about 302 issues for which at least one dealer submits 
32 quotations or indicates an interest in the Daily Quotation Service. 

pl : Besides these there are about 205 names in which an occasional dealer in- 
51 ? mterest has appeared in the last two years. Such quotations are published in 
214%, wg monthly and semi-annual manuals. 

- ; Thus it may be said that there are a total of 507 insurance stocks for which 
pa some kind of a public market exists. Additionally, there are about 156 com- 
68 panies whose stock is in the hands of the public and that might. gain trading 
181% interest. This excludes the tiniest companies, foreign insurers, wholly owned 
- ap Ubsidiaries, and closely held situations. 

17 @ — — 
B. 6@ Mass. Investors Trust Growth Fund At eae its holdings of Conn. General 


Life to 3,250 shares from 1,400. Knickerbocker Fund added 2,500 shares of Con- 
tinental Insurance and now owns 5,000 shares. 
38 4§ In the listing of Dec. 30 bid prices for insurance stocks in the first National 
} Underwriter issue of the new year, a mistake was made as to Surety Life of 
Salt Lake City. The correct figure is 95 bid. In August, 1960, this company 
«§ distributed a 50% stock dividend. Hence on an adjusted and comparable basis, 
pre. a the December, 1959, bid price should be 107 and that of June 30, 1960, 120. 
s) A mistake was made in the listing of St. Louis Insurance Corp. The Dec. 30 
“§ bid price should be 17 instead of that which was shown. The price of 4 bid 
2 was for one of three issues of preferred stock of this institution. 





A discussion of non-can A&S will 
feature Millard Bartels, chairman in- 
surance executive committee Travelers; 
Robert Carey, director of personnel, 
health department, John Hancock, Bos- 
ton, and representatives of the state 
medical and state hospital associations 
and South Carolina Blue Cross. 

Purpose of the forum, according to 
Mr. Austin, is to advance the under- 
standing of government officials, the 
insurance business, and the public of 


S.C. Sponsoring Insurance 
ruff §Forum On Current Issues 
‘ (CONTINUED FROM PAGE 5) 
)>ama w‘ll moderage a panel on quali- 
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e Illin®j fications of companies and agents. 
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Participants are Broward Williams, 
administrative assistant to the Florida 
~ Bcommissioner; William S. Hendley, 
Chics Mutual of New York, Columbia; and 
‘f servJ. Edwin Schachte, Charleston, past 
or Du@ipresident of South Carolina Assn. of 
cago @@ Insurance Agents. 
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LIFE INSURANCE EDITION 


Gutmann: Policy 
Replacement Is 
Worst Problem 


(CONTINUED FROM PAGE 1) _ 
casualty and other non-personal lines. 


Setting auto and fire coverages “is for 
failures” in the life insurance business, 
he declared. 

Mr. Gutmann to$k some cracks at 
the agency system as it presently op- 
erates. The truth is that it has failed, 
as respects the average member of 
the public, he said. That is why group 
has spread so rapidly and widely. The 
career agent can’t afford to deal with 
the prospect in the $5,000 to $10,000 
income range, maybe not even in the 
$10,000 to $15,000 range. 

There’s the same complaint about 
group, he said. The big emphasis is on 
helping the big insured, not the run- 
of-the-mill certificate holder. 

As for association group or associa- 
tion franchise coverage, Mr. Gutmann 
said he isn’t so worried about this as 
he was a year ago, although he said he 
wouldn’t take back any of his screams 
against it, since maybe they did some 
good. 

One reason he’s less concerned is that 
it looks as if individual term insurance 
rates are going to come down to where 
the agent can compete with associa- 
tion group rates. The buyer can get as 
good rates and name his own agent 
and his own company. 

Another reason is that the good 
salesman can outsell association group. 
But Mr. Gutmann expressed concern 
at the willingness of many agents to 
give up and sell term insurance, ap- 
parently because “they don’t really 
believe in cash value life insurance 
any more.” 

“We've built a climate—we and the 
tax services—we’ve created an atmos- 
phere that brought public acceptance 
of term insuranec in the mind of the 
buyer that he never would have had 
if left to his own devices,” said Mr. 
Gutmann. “We don’t have the con- 
viction that the buyer has. Out of fear 
of failure we are making sales the 
easy way—the expedient way—to make 
a buck. When we do call a halt and 
stop turning our business into a fire 
insurance business?” 

Mr. Gutmann expressed much sat- 
isfaction at the creation of the recently 
announced joint company committee 
to confer with the field on problems of 
common interest. He recounted the 
background of the committee’s forma- 
tion, which was an evolution of con- 
ferences held by representatives of 
the New York state association with a 
group of company presidents. 


Ind. Agents Grant McClain 


Leave Of Absence While 


He Is Commissioner 

Directors of Indiana Assn. of Insur- 
ance Agents have granted their exec- 
utive secretary, Harry E. McClain, a 
leave of absence for the period in 
which he serves as Indiana commis- 
sioner. The board directed that Miss 
Ethel M. Black will serve as executive 
secretary in addition to her duties as 
office manager during Commissioner 
McClain’s leave. 


some of the problems in the insurance 
field. The department particularly 
urged attendance of legislators. The 
forum is open to the public. Gov. Hol- 
lings will make the closing address. 
The committee in charge consists of 
Mr. Austin, J. K. Powell, general agent 
at Columbia of John Hancock, and 
Lloyd E. Greer, manager of South 
Carolina Assn. of Insurance Agents. 
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Conventions 


Jan. 26-27, Atlantic Alumni Assn. of LIAMA 
management schools, Cherry Hill Inn, Had- 
donfield, N.J. 

Feb. 13-15, Health Insurance Assn., group in- 
oo forum, Biltmore Hotel, New York 

ity. 

Feb. 17-18, New York State General Agents & 
Managers Assn., annual, Gideon Putnam Ho- 
tel, Saratoga. 

Feb. 23-24, Life Insurance Agency Management 
Assn., life & property-casualty affiliates 
meeting, Statler Hilton Hotel, Hartford. 

March 9-10, Ohio State University Insurance 
Conference, annual, Columbus. 

March 13-15, Life Insurance Agency Manage- 
ment Assn., agency management conference, 
Edgewater Beach Hotel, Chicago. 

March 23-24, Society of Actuaries, regional, 
Commodore Hotel, New York City. 

April 6-7, Society of Actuaries, regional, Stat- 
ler Hilton Hotel, Dallas. 

April 12-13, New York State Assn., of Life Un- 
derwriters, “Appleknockers” sales caravan, 
Chamber of Commerce Auditorium, Roches- 
ter, April 12, and Sheraton-Ten Eyck Hotel, 
Albany, April 13. 

April 13-15, Life Insurers Conference, annual, 
Americana Hotel, Bal Harbour, Fila. 

April 13-15, Home Office Life Underwriters 
Assn., annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

April 16-20, National Assn. of Life Under- 
writers, midyear, Galt Ocean Mile Hotel, 


Ft. Lauderdale, Fla. 


{||| ACTUARIES «| 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW voRK 
DALLAS MIAMI 




















RICHMOND 
PORTLAND 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver 


los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 


Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dedge St. 
Indianapolis 8, Ind. Omohe 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











THE 
HOWARD E. COMPANY 


INCORPORATED 


Consulting Actuaries 
2859 N. MERIDIAN ST. + INDIANAPOLIS 7, IND. 
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(CONTINUED FROM PAGE 1) 

II, Charlotte, N.C., represented the 
hinterland along with R. I. Mehr, Uni- 
versity of Illinois, and Robert W. Os- 
ler, Underwriters National, Indianap- 
olis, who served as co-chairmen. Co- 
ordinator of the conference was Irwin 
Cochrun, director of business man- 
agement services, University of Illinois, 
assisted by Hector N. Acevado, Manuel 
O. Diaz, Hector J. Rivera, and Jose H. 
Rivera of the school of business of the 
University of Puerto Rico. 

Sessions of the conference ran morn- 
ings and evenings, Monday through 
Friday, with one day, Wednesday, free 
for sight-seeing. Significant of the in- 
terest in the forum discussions was 
the fact that despite the charms of the 
sun-drenched island, all daytime ses- 
sions exceeded the seating capacity of 
the conference room in the brand-new 
student union building because of the 
attendance not only of every single 
registrant, but also of many wives; and 
evening sessions drew 100% of regis- 
trants even though most of the wives 
dropped out. 

Messrs. Langan and Thompson 
kicked off the conference with a team 
presentation of how they sell pension 
trusts in the New York area. Sticking 


religiously to the “how to,” they ex- 
plained their five-phase prospecting 
system: Direct mail, cold canvass, re- 
ferred leads, professional groups, and 
short talks before service clubs. 

Fifty percent of the sale, they 
claimed, is getting the payroll data; 
and they advised getting it in person 
on the first interview, using as much 
“pressure” as necessary. “Figure that 
you are probably going to lose the case 
anyway if you don’t get the data; so 
don’t be too concerned over losing it 
because of too much pressure,” Mr. 
Langan advised. “Only rarely, and 
where there is a completely valid rea- 
son or all other efforts have failed, do 
we leave the data sheet to be filled 
out and mailed.” 

The selling interview, Mr. Thompson 
demonstrated is based on a flip-chart 
presentation, not a written proposal, 
the latter being too easy to put away 
or use to “shop.” 

Messrs. Stern and Langan teamed up 
to lead a discussion of deferred com- 
pensation, labeling it a “deferred salary 
increase.” The best prospect, they 
declared, is the executive under 45 
with a high, direct income. If the man 
one is talking to is strong, talk pen- 
sions. If he is not, talk deferred com- 
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... With the right opportunity" 


Ambition is not enough, we must have the right opportunity and friendly 
assistance when it is needed. We believe the warm spirit of friendliness 
and cooperation NFL maintains with field associates is one main factor 
contributing to National Fidelity Life’s 44-year record of achievement. 
Even during our present period of accelerated expansion, NFL continues 
this policy of personal assistance we consider basic to the development 
of a growing, dynamic organization. Your opportunity for success may be 
greater with NFL, where we help each other attain our personai goals. 
EW POSITIONS are putt LINE that gives IBERAL CONTRACTS 
being created for unlimited flexibility in offering you top com- 


Salaried Supervisors Life, Group, A&H, both missions, salaries, bonuses, 
and General Agents. Par and Non-Par. and expenses. 


Remember, NFL cares about you and 
your future— move forward with NFL 


Write: Vice President Kemp W. Wood 


| In response to many requests, we have made available 8” x 10” re- 
on | 





productions of the photograph illustrating this ad. Just write us, 
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Puerto Rican Advanced Sales Seminar Proves Successful 


pensation. 

Adon Smith II led a discussion of 
deferred profit-sharing. Prospect for 
profit-sharing cases the same as for 
any other kind of case, he urged; but 
have an eye out in particular for es- 
tablished profit-sharing plans _ that 
have built up a backlog of funds that 
are probably not earning what they 
should. In most cases, the best tech- 
nique is to put in both a pension and a 
profit-sharing plan. Sell as much pen- 
sion as possible; he said, because it is a 
fixed commitment. However, if the 
top executives are under 45, remem- 
ber that they will get more from a 
profit-sharing plan. The real purpose 
of a profit-sharing plan is to increase 
the profits so one can pay for the pen- 
sion plan. 

Considers Pension ‘Right’ 

A pension plan, Mr. Smith charged, 
does not make the average worker 
jump with joy. He feels a pension is a 
“right.” But establishing a profit-shar- 
ing plan enables the employer to say, 
“Look: Out of every $100 the company 
earns, you get $30—and out of every 
$100 you save the company, you get 
$30.” Such an approach, he claimed, 
will produce startling effects; and he 
cited the case of a trucking company 
for whom he has established a prof- 
it-sharing plan. In three years, break- 
age has been reduced 75%. 

A panel on pensions, profit-sharing, 
and deferred compensation was held 
with the panelists Sidney Thompson, 
John Langan, Adon Smith II, William 
Harmelin, Benjamin Stern, Manuel 
Diaz, and Jose H. Rivera. Arthur Priebe 
was moderator. A free-wheeling dis- 
cussion in which the audience parti- 
cipated equally as much as the pan- 
elists, it strayed far from the pure 
selling ideas it was billed to develop 
and into the intricacies of the code, tax 
law, and similar technicalities. Per- 
haps the one purely sales idea was the 
stress by Messrs. Smith and Harmelin 
on, “never, never, never write group 
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may kill the insurance with a prop@iebe as 
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thing that is being done with i ; 
10% less cost. Don’t stick your heaj 
the sand,” he urged. “Change the ¢ 
tracts or expect to lose the cag 
know. I just lost one.” has actua. 

Mr. Stern pointed out that ther§ rance 
a trend in lay thinking that assy me. 
all pension plans are insured and Williar 
profit-sharing are uninsured. Un hisability 
writers must devote some effort to ne bUY-0 
educating the public on the matte ment, he 
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ever devybrious closing techniques, reporting 
Harmelin ft the one that has worked best for 
advantagdim is a tabulation showing that after 
MversiCn Be first two years, the company can 
; it paying the premium and still have 
if one hafiprough the paid-up values) the 
n trust Wyount of life insurance it has already 
» “peoplefig for. 
r later {tm concluding his presentation, Mr. 
th a prophiebe asked for a show of hands by 
do the S#,ose who had written a sole proprie- 
> with itfchip business insurance case. No 
your heag.ngd was raised. Mr. Stern argued, 
nge the @oiwever, that anyone who has written 
the cas hrsonal coverage on a sole proprietor 
bas actually written sole proprietorship 
that therd surance without calling it by that 
that assui ame. 
ared and william Harmelin spoke on business 
red. Undiability insurance, particularly in 
effort to he buy-out agreement. Such an agree- 
he mattegient, he said, must cover a definition 
ling meth+ disability, the matter of salary con- 
1. Most inuation before the buy-out becomes 
are not @ffective, a time after which buy-out 
rporate @acomes mandatory, the source of funds 
y Shows tf the buy-out, what to do with the 
1 3.03% Business life policies when one of the 
duction igfembers of the firm becomes disabled, 
an DRiow many instalment payments it will 
12% Of Sake to effect the buy-out, and a pro- 
ers 1S Division for death during disability be- 
ore the buy-out has been effected. 
Using business, pension, and profit- 
sharing plans previously developed by 
ther speakers, he demonstrated how 
he would have added business disa- 




























t too of 
sold on 


“a ‘on bility coverage in each to strengthen 
le displ e business situation. Turning to cases 
n the fi from his own files, he showed how the 


business disability approach has led 
0 substantial sales of business life in- 
ance as well. “The business health 
pproach,” he explained, “has enabled 
me to open up many established busi- 
mess life cases where I would not have 
been able to do so on a business life- 
only approach—and where, even if I 
goad been able to open them up, the 
sal, bugeew life insurance I sold would prob- 
“a diff ably have gone to the underwriter who 
y diffe helped set up the buy-out.” 

Discusses Estate Planning 


‘Closer, Mr. Stern discussed his estate-plan- 
laining@ning procedure. He started out by 
warning that an estate planning oper- 
ation can become a trap. Some men 
become so enthralled with the techni- 
calities that they loose all sense of bal- 
ance between the time they spend on 
them and the return they get from 
their cases,” he said. He also labeled 
offering service in the estate planning 
field with no advance commitment on 
how the agent will be compensated a 
mistake. In his case, he explains at the 
Start that if his analysis indicates a 
need for more life insurance and it is 
purchased, he will take his compensa- 
tion from the commission on it; but if 
no additional insurance is indicated, 
then he will charge a fee. 

The real purpose of the fee, he said, 
is to screen out those cases in which so 
little additional insurance will be need- 
ed that he cannot spend the time his 
operation takes on the case. He sets the 
fee high, not expecting the prospective 
client to accept it but only to elimi- 
nate those cases that prove to be dead 
wood. 

Ninety-five percent of his appoint- 
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ments are in his own office, Mr. Stern 
reported. Virtually all of his clients 
are brought to him by other agents. 
In the first interview, he explains his 
compensation requirements and obtains 
essential facts that will permit him to 
judge whether this case has insurance 
implications. There is no charge for 
this interview. 

From the data received, Mr. Stern 
constructs a flow chart showing how 
the estate will be distributed as it 
now stands, noting areas in it that call 
for more complete consideration. In 
a second interview, he goes over the 
chart with the client and brings up 
the problems he, Mr. Stern, sees. He 
gives no solutions at this point; only 
problems. 


Works Out Best Solutions 


If the client is interested in going 
ahead and exploring the problems, Mr. 
Stern then works out solutions that 
are, in his opinion, best for the case. 
In a subsequent interview or inter- 
views, he goes over the suggestions 
with the client, offering two choices 
only if the client rejects the first for 
valid reasons. The flow chart and a 
single page summary are all he gives 
the client in the end. He wants some- 
thing he can understand, Mr. Stern 
explained. He does not submit a writ- 
ten report and makes no recommenda- 
tions that are in the area of legal 
practice. 

A hot discussion developed when the 
use of mutual funds in pension plan- 
ning came up. Mr. Stern reported he 
has done some mutual fund business 
for nine years and has recently de- 
veloped a connection to handle pension 
planning brought in by the salesmen of 
an established mutual fund operation. 
Mr. Thompson took a strong position 
against such a connection, holding 
that the insured plan does a better 
long-run job. His position was backed 
by several from the audience, with 
Mr. Langan coming to a qualified sup- 
port of the mutual fund position. In fi- 
nal rebuttal, Mr. Stern charged that any 
one with split-funded trust is “stick- 
ing his head in the sand” if he does not 
at least suggest to the client the possi- 
bility of putting the fund portion un- 
der self-administration. “It’s protec- 
tion against raids,” he insisted. “If the 
side fund is invested in equities, a bank 
has little argument for self-adminis- 
tering the insured portion. The insured 
portion becomes the ‘bond portfolio’ of 
the fund.” 


Certificates Presented 


Closing event of the conference was 
a banquet with Prof. Cochrun as prin- 
cipal speaker and words of farewell 
from the dean of the college of com- 
merce of the university. Presented at 
the meeting were certificates of com- 
pletion of the course. Mr. Priebe, on 
behalf of the registrants, presented 
gifts to Senors Rivera, Diaz, and Ace- 
vedo; Profs. Cochrun and Mehr, and 
Mr. Osler for their work in developing 
the seminar. It was announced that 
the conference would be run again 
next year at approximately the same 
dates. 


$17 Million Gain In 1960 
For Lutheran Brotherhood 


New business of Lutheran Brother- 
hood in 1960 totaled $236 million, an 
increase of $17 million. December busi- 
ness amounted to $16 million, and 
this was a gain of 11.3%. 

Production records were set by the 
Thompson agency of Beatrice, Neb., 
with $10,140,000 during the year, and 
by Lavern Mausolf, Hoisington, Kan., 
who led in individual sales with $1.8 
million. 
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“I’m not surprised that so many of these new prospects replied to our 

















letter on the Anico Annuity Purchase Rider — it’s a sales point that 
makes real sense.” 


Every Anico policy over $5000 (except term) with the rider Marie’s 
bragging about above guarantees a life annuity at today’s rates if 
desired at ages 55 to 65. Other self-selling points Anico offers are 


the high life income rate, quit options, extra protection riders, etc. 


(Anico’s contracts pay top commissions. ) 
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to life insurance underwriters. 
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Seek 10 Changes In 
IRS Proposals For 
Phase II-III Rules 
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Data Show Insurance 
To Be A Good-Paying 
Industry To Work In 


Analysis of data from published 
figures of the OASI Bureau for 1953- 
55 inclusive indicates that the insur- 
ance industry, both field and home 
office, offers “very good opportuni- 
ties for advancement,” according to a 
paper presented to Theodore Baker- 
man, director of the Duquesne Univer- 
sity School of Business Administra- 
tion’s bureau of research in business, 
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annually in net premiums and with over $230 million of credit life business community and government affairs, health insurance policy upon wifh tife ins 
in force—and growing steadily—is seeking an executive with sufficient ex- at the recent annual meeting of Amer- the company reserves the right to 
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ALC-LIA-LIC opposed the jy 
posed regulations dealing with 
definition of “reserves for divide 
to policyholders.” 

“The requirement that the ob 
tion to pay amounts set up as 
serves for dividends to policyholk 


are borne out, then it should become 
increasingly difficult for the myth that 
insurance is a low-paying industry to 
be maintained.” 
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Lumps Life And General 
The study does not distinguish be- 
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tween life and general insurance, but be ‘fixed and not contingent’ does dey 

STOCK FIRE AND CASUALTY COMPANY treats as separate industries the “in- fit the actual facts of life insura. “4 Ae 
Capital and Surplus: in excess of $2,500,000 surance carrier industry” and the company operation,” they conten( aie of t 
Premiums Written 1960: In excess of $6,000,000 insurance agents, brokers and serv- “Most dividends to policyholder in 

; chee fey ices industry.” volve some element of contingay ich w. 


Total Assets: In excess of $8,000,000 
1960 Earnings Before Taxes: In excess of $ 500,000 
Qualified to do business in 26 Midwestern and Southern States. 
Experienced fire and casualty management available. 
Address inquiries to V-68, National Underwriter 
175 W. Jackson Blvd., Chicago 4, lilinois 


The latter “industry” is particularly 
impressive in the proportion of men in 
the $8,400 a year and over class. (The 
analysis was based on those with 
earnings during all four quarters of 
the year studied.) The insurance 
agents, brokers and services “industry” 
was found to fall within the top 1% of 
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LIFE SALES MANAGER 


New England company has unusual Home Office sales management opportunity for 
ambitious young life man. Starting salary $12,000. Con lead to established general 
agency. Write V-73, National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 

















American industry generally in the 
proportion of male four-quarter wage 
and salary workers in the $8,400 and 
over class. 

The “insurance carrier industry” 
was found to fall within the top 4 to 
5.2%. However, it did better than the 
agents, brokers and services in median 
wages, with $5,200 as against $5,000. 
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intended by Congress... . 


Reserves Would Serve For Both 


“If the change we suggest is 
the regulations would then req 
generally that the same 
for dividends be used for tax purp 









rese 


In the 

same 15- 
of the pi 
niform : 
by taking 
mewal co! 
interest bk 
bles. The 

















as for annual statement purposes. Biwas $76,1 
i result, we think, would be desiffannuity, 1 
CHALLENGING Northern Cal. Management from the point of view of both® mus, 
7 i ife insura omp 
GROUND-FLOOR OPPORTUNITY! LIFE INSURANCE Conclave Slated For Feb. ‘xpayine life insurance comming Cate 
YOUNG — MATURE — EXPERIENCED Newly organized life subsidiary of leading | nounced for the annual Northern Cali- affect the amount of dividends 1 be even 
SALARY NO OBJECT! eastern (not New York) Casualty-Fire-Surety fornia Area Management Conference mately deductible, since this depe 1d sti 
A NeY DEVELOPMENT writer is seeking an imaginative young man with Feb. 21-23 at Pebble Beach. They only upon the dividends actually p des 
JOB: AGE several veors life experience who is interested in | are Earl. M. Schwemm, Great-West It affects only the incidence of Weommissi 
AND EVERYTHING the development of training courses and creative Life manager ot Chicago; Stanton G. deduction en between. years.” agent wh 
THE TITLE “VICE PRESIDENT, DIRECTOR writing is essential. Hale, sales vice-president of Mutual The insurance associations also Ot, the ( 
OF AGENCIES” IMPLIES . “ ‘ of New York; Frank Crum, Honolulu mented upon the proposed regulati agent as: 
E . All replies confidential — write to V-79, Na- | manager of New York Life; and Ex- dealing with a company’s own emp poor pers 
SALARY AND STOCK OPTION IN DIRECT tional Underwriter Co., 175 W. Jackson Blvd., ecutive Vice-president Edmund L. Za- benefit plan, return premiums, moé All his p 
PROPORTION TO ABILITY. Chicago 4, Illinois. linski of Life of North America. cations of general rules of deducti wiped ou 
THE RIGHT MAN WILL KNOW Additional speakers will also appear applicable to interest, limitations fm. annui 
HOW TO ANSWER THIS AD on the program. certain deductions, reserve stren@ +i) have 
. ening or weakening, information tf ments as. 
American Penn Life Insurance Company filed with respect to reserves for 4 
Philadelphia 2, Pennsylvania TWO BRANCH MANAGERS needed Wanted to Purchase dends to policyholders, and yearn IRS Calle 
P 4 a . by Great National Life, 33-year-old, ex- a small life insurance company, preferably which a loss may be carried. Interna 
Jules Axelrod, Executive Director panding company in Texas. One opening in Midwest : i: that the 
booming city of Houston, the other in semi- Box V-7 ; : , . be includ 
tropical Rio Grande Valley. Company es- 17 ox V-72, National Underwriter Co., : Colo. Senator Ss Aid come in t 
ADMINISTRATIVE tablished in both areas, with existing offices . 175 W. Jackson Bivd., Chicago 4, Illinois. . LIA S ff A was ente’ 
ASSISTANT—OFFICE MANAGER and many, fine policyowners. Applicants Joins ta S tion not « 
Z ‘ ‘ : must have successful management experi- Assistant Counsel of the ar 
A growing and aggressive old established multi- d re d di a 
ple line organization located in the South offers ntagee bates = good character and credit record. OPPORTUNITY WANTED WASHINGTON—Warren G .@ ceived, v 
an excellent opportunity for a young ambitious If qualified, send complete resume of past 20 years successful General Agency experience, ae ha ‘ the Oates 
paises WE Galasioine ts Olas aaanmaaiaedl: 10 yoors' business sooord ead seagebet to Life and ABH. Now would like a new challenge legislative assistant to Sen. Allott the agree 
personnel, purchasing, supply and file proce- Hugh King, Direct fA . P.O Scunaiin Gk Co. Nos Si ae wd as° Colorado, has joined the staff of the i 
dures. Write Box V-86, National Underwriter, 175 9. nae Mig ae eS er not t¢ mht Will sh id te sh agg Life I Assn. of America e insur 
W. Jackson Bivd. Chicago 4, Ill., giving name, Box 3147, Dallas 21, Texas. and ai waar Pg enteral ng Wile bee , - : atari — j Position” 
age, experience, education, salary expected. All V-75, National Underwriter, 175 W. Jackson Bivd., assistant counsel at the Washing commissi 
replies will be kept in confidence. Chicago 4, Ill. office. P The ta 
Mr. Elliott obtained his law deg contentio 
from University ‘of Michigan. He within th 
REGIONAL MANAGER BRANCH MANAGER admitted to practice before the tion was 
Interested in resident field position with com- OR GENERAL AGENT AVAILABLE - FIELD MANAGER , rado supreme court and United Si that the 
plete responsibility for North Central area. to an aggressive A&H, Hospital and Life Com- Opening for aggressive manager with sixty-five Supreme Court. * 
Very successful experience background. Well pany interested in opening State of Hawaii. 10 year old legal reserve company. All inquiries Bef sss Ss Allott in Wa annuity, | 
qualified to appoint and sti te General years as agent and 19 years G.A. and Branch held in strict confidence. Write to V-71, National : “ nae ns SG. spelen ingly did 
Agents. Wide acquaintance with life brokers. Manager, all with major companies. All replies Underwriter, 175 W. Jack Bivd.. Chi ington five years ago, he served fect 
Write V-62, National Underwriter, 175 W. Jack- confidential. Write V-83, National Underwriter, er + ee aie, Cees, ears as assistant city manager a s of | 
son Blvd.. Chicago 4, lil. 175 W. Jackson Bivd., Chicago 4, Ill. IMinois. y' y ger Since the 
city attorney of Pueblo, Colo. 


XUM 














C. Carney Smith, 
sIn ax Court Upholds Mutual Benefit 
or s Life, Washington, 

gent In Disposal D. C., left, as vice- 
) chairman of Gen- 
PAGE 1) Mt Future Renewals eral Agents & 
eclared 1 (CONTINUED FROM PAGE 1) Managers Confer- 
ureS @ P0lMready done so, it may now be wise ence of NALU, 
oremium # enter into negotiations with your presents 100% 
“Paying Pampanies with respect to deferrals of membership certi- 


‘in the deffh,ewal commissions. Each factual si- 
ig contraction presents different issues. How- 
ould be qber as a general proposition, the time 
nparticipa ould appear ripe for taking steps to- 
accident d the easing of the tax rate burden 
upon whi) life insurance agents. 


ficate to George 
Joseph, 2nd vice- 
President of New 
England Life, in 
recognition of the 
fact that all 82 of 





‘ right to { 

‘lasses wopffers Word Of Caution = - 2 tg phi re 
finition «a, word of caution would not be are mem bers of 

even thodit of place: Because each deferral of GAMC. Hastings » 
to particip mmissions presents different prob- gmith, GAMC di- 
Ragan ms, it would be beneficial if local tax 


punsel were retained to advise with 
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rector and New England Life general agent at Indianapolis, looks on. 
























pspect to the specific arrangement.” 
The main difference between the 
nates case and the Olmstead case— 
nd the basis for the Internal Revenue 

the obi ice contention that the entire pres- 
mt value of the annuity should be in- 
/ UP aS Biided as ordinary income in the year 
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gz with 
or divide 


Nw National Attains 
$1 Billion Of Group In 
Force, Raises Wheeler 


Northwestern National has attained 
$1 billion of group insurance in force 


ope yhen the new pay-out ‘agreement was and has promoted 
fe insa intered into—was this: In the Oates Harlan F. Wheeler 
> contende® the arrangement was that in- 1, vice-president 


tead of the renewal commissions being 
: maid in the usual as-earned pattern 
conting@iich would have meant very large 
| which th vments in the yearly years tapering 
irement town to nothing at all at the end, uni- 


and group man- 
ager. 

Mr. Wheeler has 
been with the 


yholders 


ivi c a since 

oe orm payments would be made for pct ny! im te 

is of the i ; 
15 years, at the end of which any group operations 


be literdber aining commission would be paid 


t of the@in a lump sum. since 1941. In 1952, 


he became group 


























compan 
lividendSame 15-Year Period manager, and he 

P has been 2nd vice- Harlan F. Wheeler 
viously # In the Olmstead case there was the president and 

e 15-year period but the amount group manager since 1957. 

3oth of the payment, which was to be a 

aa niform $500 a month, was arrived at ier 
, sm 


by taking the present value of the re- 
en renewal commissions and using a 242% 
€ Yesiinterest basis and recognized lapse ta- 
aX PUIDMples. The present value of the annuity 
‘POSES. Hwas $76,153. It was a term or “certain” 
€ desit@lannuity, with no life income provision. 
f both® ‘Thus, the main difference between 


Insurer Will Appeal Verdict 

DES MOINES—Bankers Life & Cas- 
ualty will appeal a $1,056,250 verdict 
brought in by a jury here in a case in 
which trustees of the bankrupt Auto- 
matic Washer Co. of Newton, Ia., sued 
Bankers L.&C. in federal district court 
on a charge that the insurer entered 
into an “unlawful plan, scheme and 
conspiracy” in 1956 with the design of 


patterns was that in the Oates setup 
the flow of commissions would merely 
be evened out. The total received 


is depe ‘ enriching itself at the expense of 
would still be affected by the lapses, : 

ually p surrenders and deaths, just as if the Automatic Washer and other stock- 

ice of holders. 


commissions had been paid to the 
agent when the premiums were paid. 
‘ain the Olmstead case, however, the 

agent assumed none of the risks of 
poor persistency or premature deaths. 
‘BAll his policyholders could have been 
wiped out in a disaster the day after 
the annuity became effective and he’d 
still have received his annuity pay- 
‘i ments as set forth in the agreement. 


| years IRS Called It A ‘Sale’ 
ed. 


It was alleged that Bankers gained 
control of Automatic Washer in May, 
1956, and was able to dictate its actions 
from that time until a trustee was ap- 
pointed later that year. The suit asked 
for $406,250 for actual damages and $1 
million punitive damages. The jury 
awarded the amount requested for 
compensatory damages and $650,000 
in punitive damages. 

Bankers L.&C. will ask for a new 
trial, and if that fails will appeal. 


tations 
streng 


Internal Revenue Service contended 
that the value of the annuity should 
be included in Olmstead’s taxable in- 
come in the year in which the contract 
was entered into. IRS took this posi- 
tion not on the ground that the value 
of the annuity was constructively re- 
+ ceived, which was the contention in 
‘Allott the Oates case, but rather argued that 
the agreement between Olmstead and 





of an asset, nor a constructive receipt 
of property, there was no income at 
the time of the agreement. However, 
the court noted that “the payments 
under the annuity contract constitute 
ordinary income in the year received.” 
This was true in the Oates case, too. 

The insurer in the case was Peoples 


d 


iff of ; vA ; ; 
— the insurer was a “sale or other dis- Life of Indiana, now Peoples-Home 
ashing Position” of Olmstead’s right to renewal Life. The agent held an agency con- 
commissions. tract which the company wished to 
w an The tax court, in rejecting the IRS terminate so it could alter its mer- 
contention, said the case fell squarely chandising program in Iowa. Because 
the Co Within the Oates rule, that no distinc- the contract was a favorable one, the 
ed Sta tion was to be drawn from the fact agent at first refused the proposal, but 





later for reasons of health he decided 
to accept the company’s offer to pay 
him an annuity for 15 years in return 
for an assignment of all the agency’s 
rights to renewal commissions. 


that the Olmstead case involved an 
4 annuity, whereas the Oates case seem- 
ingly did not. The court held the ef- 
fects of both contracts to be identical. 
Since there was no sale or exchange 
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Gov. Lawrence Asks 
2% Premium Levy On 
Pa.-Based Companies 


Gov. Lawrence of Pennsylvania has 
proposed a 2% life insurance premium 
tax on business written within the 
state by domiciled companies. At pres- 
ent, the state’s life insurance premium 
tax applies only to out-of-state life 
companies. 

The governor, in his annual budget 
message to the legislature, said the 
proposed tax on domiciled companies 
would yield an estimated $9.2 million 
a year in revenue. 


Arch-Enemies Of Financed 
Insurance Analyze U. S. 


Tax Structure For Kennedy 


WASHINGTON—The “task force” 
report on the federal tax structure 
made to President Kennedy shortly 
before his inauguration was the work 
of two of the main foes of financed life 
insurance, counsel of Assn. of Ad- 
vanced Life Underwriters note in a 
bulletin'to AALU members. 

Making the report were Prof. Stanley 
Surrey of Harvard Law School and 
Prof. Mortimer Caplin of University of 
Virginia Law School. 

AALU will report on their memo- 
randum in detail as soon as it is made 
public. Dry and wry comment by 
AALWU counsel: “You can be sure that 
Professors Surrey and Caplin have 
not emphasized the virtues of financed 
life insurance.” 

According to AALU, Prof. Surrey is 
being considered for assistant Secretary 
of the Treasury for tax policy or gen- 
eral counsel of the treasury. Prof. Cap- 
lin is a leading contender for the post 
of Commissioner of Internal Revenue. 


500,000 Share Sale Filed 
With SEC By Colo. Insurer 


Cortez Life of Grand Junction, Colo., 
has filed a statement with the Securi- 
ties & Exchange Commission seeking 
registration of 500,000 shares of com- 
mon stock, to be offered for public sale 
at $3 per share. 

Said the SEC, “The company will 
attempt to sell the shares, reserving 
15% of the total proceeds for sales- 
men’s commissions. An _ additional 
350,000 shares included in the registra- 
tion statement are reserved for issu- 
ance upon exercise of options to be 
issued to directors and advisory board 
members, the exercise price being $3 
per share.” 

The company has 90,855 common 
shares outstanding, of which officers, 
directors and advisory board members 
own 9.32%, SEC said. 
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Advertising Ideas 
That Helped Agents 
Sell Are Described 


(CONTINUED FROM PAGE 2) 

his widow by his present life insur- 
ance. A total of $20,000, for example, 
looks alarmingly small when looked 
at as $2 a day and $4 on Sundays. 

Another suggested approach is to 
show the prospect two checks—one for 
$2,000 and the other for $12.42—and 
ask him if he’d rather pay the larger 
one to the doctor or undertaker or the 
smaller one to the New York Life. The 
$12.42 check is the quarterly pre- 
mium at age 30 on a $2,000 policy for 
life paid-up at 85. 


Same Time Each Month 


Every effort is made to have the 
material arrive at the manager’s office 
at the same time every month. Mr. 
Heimburg said there is no way of. 
telling how much additional business 
can be attributed to these monthly 
sales promotion ideas but the managers 
have reported good results. 

The Prudential mailed-from-Gibral- 
tar letter was described by Kenneth 
L. Brooks, director of sales promotion. 
The letter was headed, “A Message 
from the Rock of Gibraltar,” and led 
off, “This letter is sent to you from 
the Crown Colony of Gibraltar... 
the site of the famous Rock of Gibral- 
tar.” It then told a little about the 
rock and its adoption as Prudential’s 
trade-mark. After mentioning the 
company’s 85th anniversary year, 1960, 
the letter concluded: 

“Perhaps you’ve had occasion to ask 
yourself these questions recently: (1) 
Where would the money come from to 
meet my family’s monthly bills if I 
weren’t here? . . . or were unable to 
work because of sickness or injury? 
(2) Will I be free from financial wor- 
ries when I reach retirement age? 

“As manager of your local office, I 
have asked a qualified Prudential re- 
presentative to call on you and ex- 
plain how our personalized service can 
be of benefit to you and your family. 
I am certain that you will find what 
he has to say of interest to you.” 


Signed By Manager 


The letter was signed by the man- 
ager, and in a postscript explained 
tha’, when the agent called he would 
give the recipient a useful key ring as 
a memento of the company’s 85th an- 
niversary. 

No charge was made to the agent 
for the names he listed for receiving 
Gibraltar letters, but he was required 
to follow them up. Each ordinary 
agencies department agent was per- 
mitted up to 10 names and each dis- 
trict agencies agent was allowed five, 
on the ground that the district agents 
have less of a prospecting problem 
than the strictly ordinary agents. More 
than 90% of the agents took the maxi- 
mum number of names permitted. 


British Life Companies Up 
19% In Sales For A Record 


Life insurance sold by members of 
the Life Offices’ Assn. of Great Britain 
increased 19% in 1960 for a record 
total of $6,423,200,000. 

Premiums from new business, in- 
cluding annuity considerations, rose 
24% to reach $408.8 million. 

Prudential of Engiand accounted for 
by far the largest share of new ordi- 
mary business, with $873.6 million. 
Legal & General was second, with 
$756.8 million, while Norwich Union 
was third, with $378 million. 
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THESE FOUR KEY HOME OFFICE —« 
EXECUTIVES CAME UP FROM THE FIELD 

yhat do p 
FRANCIS J. BUDINGER tery! 
Francis J. Budinger has spent his entire business career in life pnp n 
insurance—and all of it with Franklin Life. Starting as an agent in = * : 
Wilmette in 1923, he successively became General Agent in Focus, P 
Chicago, Division Manager in Chicago-Cook County, and finally : buted t 
Regional Sales Director in the same area. A C.L.U. since the early Is the i 
30s, and past president of the Chicago Chapter of C.L.U., he is a ich will 
skilled personal salesman, whose leadership abilities developed ionwide , 
one of the company’s largest and most effective divisional organi- ncil-LIA: 
zations. Elected Executive Vice President in 1958, he is in charge of e owner: 
all Franklin agency activities. p one of t! 
resulted 
ources of 
JAMES R. MALOY e conc 
James R. Maloy joined the Franklin agency organization in Mont- ne accept 
y, Alab in 1952 after four successful years with Liberty ding indic 
National Life. He celebrated his first anniversary by qualifying for household 
the exclusive Sixty Club (60 sales in 60 days). After a highly suc- ‘itudes tov 
cessful field career in sales and as Assistant Regional Manager nt other 
in Alabama, to which position he was appointed in March 1955, te for i 
he was called to the Home Office in 1957 as Director of Field he majo 
Training. In 1958 he was promoted to Director of Sales, and in ance, a 
December of the same year to Vice President in charge of Agency eral f 
Development. or seems 
ondary r 
frequent] 
GEORGE T. KAMATARIS nt of but 
George T. Kamataris joined the Franklin organization in California ling into 

in 1947. After several highly successful years as an agent he was 0, while 
promoted to General Agent in Oakland. In May 1951 he became (CON' 





Assistant to the State Manager in California with responsibilities 
in recruiting, training and supervising, and in 1953 was promoted 
to the newly created post of Assistant State Manager. He was 
called to the Home Office in 1958 as Director of Sales, and was 
elected Vice President in February 1960. 
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WILLIAM D. CLEMENTS, JR. 
William D. Clements, Jr. joined Franklin’s Philadelphia Division in 
1952 after five years of successful experience with Equitable of 
lowa. For two years he served as Regional Assistant to the Eastern 
Division Manager and then was appointed Manager in Collings- 





























wood, N.J. in 1954. He also served with spectacular success as The prov 
instructor at the inter-division training schools at Hershey, Pa. and needed ‘ 
at the initial session of the midwest school at Starved Rock. He les of ord 
was elected Vice President in November 1960 and assumes his peord of $ 

Home Office duties in January. he final 
own only | 
Failure t 
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The Friendly he Life Ih 
FRANKLIN. LIFE 2338" aie 
: COMPANY “sa oy 
4 hehe on. Th: 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS ive predic 
DISTINGUISHED SERVICE SINCE 1884 months 1! 
The largest legal reserve stock life insurance company in the U.S. devoted hough th 
exclusively to the underwriting of Ordinary and Annuity plans bout $50 
eason to b 
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